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“Smart  Quotes” 


. The  new  projections  show  a significant  shift  toward  nonfamily  and  childless  house- 
holds. Couples  with  no  children  younger  than  18  claim  30  percent  of  U.S.  house- 
holds today,  and  they  will  claim  32  percent  in  2010. 

(The  Numbers  News,  July  1996) 

. It’s  still  one  of  the  best  ways  to  achieve  the  American  Dream:  get  a good  job  in  a 
manufacturing  town.  Retail,  service,  and  administrative  jobs  are  growing  faster, 
but  jobs  that  produce  products  still  pay  more.  A survey  of  comparative  pay  in- 
dexes in  cities  across  the  U.S.  shows  that  regions  with  manufacturing-based 
economies  have  the  highest  overall  rate  of  pay. 

(The  Numbers  News,  July  1996) 

. The  nation’s  unemployment  rate  edged  up  slightly  to  5.2  percent  in  September. 

The  Bureau  of  Labor  Statistics  reported  easing  expectations  of  an  increase  in  inter- 
est rates  by  the  Federal  Reserve.  The  increase  was  up  from  the  seven-year  low  of 
5.1  percent  registered  in  August  and  was  thus  seen  as  a moderating  influence  on 
wage  inflation. 

(American  Marketplace,  Oct.  1 996) 

. Births  in  the  U.S.  declined  for  the  fourth  consecutive  year  in  1994,  dropping  1 per- 
cent from  1993  to  a total  3,952,767,  reports  the  U.S.  Centers  for  Disease  Control 
and  Prevention.  This  total  is  5 percent  lower  than  1990,  the  most  recent  high  point 
(4,158,212).  The  1994  birth  rate  fell  2 percent  from  1993  to  15.2  births  per  1,000 
population,  the  lowest  rate  since  1978. 

(Research  ALERT,  Aug.  1996) 
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From  the  Commander 


To  the  ZlS^i^EC  T amity, 


It  is  my  most  sincere  wish  tdat  all  members  of  the 
USft'RTC  family  have  a safe  and  happy  OdoCiday 
Season.  This  is  the  time  when  we  remember  our 
blessings,  cherish  our  families  and  friends,  and  re- 
fresh and  renew  oursebves  for  the  upcoming  fA [ew 
year. 

‘We’ve  had  an  e?(hiCarating  and  challenging  year, 
and 1997 promises  to  be  even  more  so.  T [ease  tahg 
time  now  to  enjoy  the  bfessings  we  have  in  our 
great  Ijation  and  in  our  lives, 
gachje  joins  me  in  sending  these  hobiday greetings 
and  wishing  you  the  very  best  in  the  coming  9{ew 
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Taking  Care  of  Business 


School  Recruiting  Program:  Winter  Phase 


by  Recruiting  Operations,  Education  Division 


The  School  Recruiting  Program 
(SRP)  is  a well  planned  and  coordi- 
nated effort  to  create  positive  aware- 
ness and  interest  in  available  Army 
programs  among  students,  parents, 
educators,  and  centers  of  influence 
(COI)  within  the  community.  It  is  de- 
signed to  assist  recruiters  in  penetrat- 
ing their  school  market  and  channel 
their  efforts  through  specific  tasks 
and  goals  to  obtain  the  maximum 
number  of  quality  enlistments.  Team- 
work at  all  levels  is  essential  to  the 
execution  of  the  SRP. 

The  SRP  is  conducted  in  four  phases 
(Summer,  Fall,  Winter,  and  Spring)  and 
its  success  is  dependent  upon  the  devel- 
opment and  implementation  of  a sound 
school  plan.  School  plans  are  developed 
at  battalion  and  company  level  and  in- 
clude procedures  for  establishing  school 
priorities,  ASVAB  testing  goals, 
DEP/DTP  goals,  list  acquisition  objec- 
tives and  a college  recruiting  plan.  Also 
included  in  the  school  plan  is  a matrix 
which  lists  mandated  activities  that 
should  be  completed  on  a monthly  basis 
by  each  member  of  the  battalion  team. 
Commanders  at  all  levels  should  be  con- 
tinually assessing  their  school  programs 
and  recruiter  activities  to  see  what  type  of 
impact  they  have  on  production.  A quar- 
terly school  plan  review  by  the  battalion 
commander  with  the  education  services 
specialist  (ESS),  APA  chief  and  company 
leadership  teams  can  identify  school  mar- 
kets that  need  special  attention  and  refine 
penetration  strategies.  December  is  a 
good  time  for  battalions  to  conduct  a 
quarterly  review  and  strategy  session  to 
prepare  for  the  upcoming  Winter  phase. 

The  objective  of  the  SRP  is  to  assist  the 
recruiters  with  programs  and  services  so 
that  they  can  effectively  penetrate  the 
school  market.  The  goal  is  school  owner- 


ship that  can  only  lead  to  a greater  number 
of  Army  quality  enlistments.  Recruiters 
must  first  establish  rapport  in  the  schools. 
This  is  a basic  step  in  the  sales  process  and 
a prerequisite  to  an  effective  school’s  pro- 
gram. Maintaining  this  rapport  and  estab- 
lishing a good  working  relationship  is  the 
next.  Once  educators  are  convinced  that 
you  have  their  students  best  interest  in 
mind  you  can  effectively  implement  the 
SRP. 

The  following  activities  and  programs 
have  been  used  and  refined  over  the  years 
by  recruiters  throughout  the  command. 
Hopefully,  they  will  provide  you  with 
some  ideas  and  insight  into  implementing 
your  own  SRP  for  the  continuation  of  this 
school  year. 

School  Profile 

If  you  think  of  school  as  an  individual 
with  needs  and  interests,  you’ll  under- 
stand what  the  school  profile  is  all  about. 
For  example,  one  school  may  place  a pre- 
mium on  its  music  program;  another  may 
give  prominence  to  its  athletic  program. 
An  effective  sales  approach  would  be  to 
tailor  a program  to  fit  the  needs  and  inter- 
ests of  the  individual  school.  Gather  as 
much  information  as  you  can  on  the 
school’s  schedule.  Find  out  where  all  the 
school  sporting  events  are  taking  place 
and  when  they  are  scheduled.  Also  check 
the  schedule  for  time  and  location  of  spe- 
cial events  like  band  competitions  and 
debating  team  competitions.  Many  times 
you  can  use  TAIR  events  to  tie  in  with 
special  events  and  occasions  going  on  at 
your  school. 

Lead  Generation 

Historically,  the  assigned  schools  have 
provided  the  best  source  of  leads  to  re- 
cruiters. Additionally,  sales  studies  have 
shown  buyers,  in  general,  have  a tendency 
to  buy  the  first  product  presented  to  them 
that  meets  their  needs.  What  does  that 
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mean  to  a recruiter?  Simple...  if  a student 
enlists,  in  the  majority  of  cases,  he  or  she 
will  enlist  into  the  service  that  contacts 
him  or  her  first.  When  you  obtain  your 
school  directory  information,  light  the  af- 
terburner and  invest  the  time  in  contacting 
those  students  before  the  competition 
moves. 

Armed  Services  Vocational 
Aptitude  Battery  (ASVAB) 

There  is  a saying  within  recruiting  that 
goes,  “Life  would  be  easy  if  everyone  had 
3A  stamped  on  their  forehead.”  When  you 
have  a school  ASVAB  test  printout,  it  has 
the  same  effect  as  the  wishful  thinking 
above.  Your  ASVAB  program  is  the  seed 
from  which  your  best  leads  will  come. 
The  most  amazing  thing  about  the  pro- 
gram is  that  you  receive  mentally  pre- 
qualified leads.  You  don’t  have  to  spin 
your  wheels  talking  for  20  minutes  to  an 
unqualified  senior.  You  can  go  right  to 
your  quality  market  and  begin  immediate 
and  effective  contacts  with  the  very  popu- 
lation that  is  beckoning  you  from  your 
mission  box. 

How  can  you  most  effectively  take  ad- 
vantage of  this  tremendous  headstart? 
The  answer  is  simple:  Sell  the  ASVAB  to 
your  assigned  schools.  The  ASVAB  pro- 
vides the  school  guidance  department  an- 
other valuable  tool  for  vocational  and 
educational  counseling.  This  is  an  area  in 
which  your  battalion  education  services 
specialist  is  particularly  well-versed. 
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What  would  hun- 
dreds of  pre-quali- 
fied  leads  be  worth 
to  you?  Your  goal 
should  be  to  conduct 
ASVAB  testing  in 
all  of  your  assigned  schools.  Work 
through  your  CLT  for  assistance  from  the 
education  services  specialist  to  demon- 
strate the  value  of  the  ASVAB  to  your 
assigned  school’s  guidance  department. 
In  the  schools  where  you  do  conduct  test- 
ing, schedule  the  ASVAB  early  in  the 
school  year.  An  early  test  will  get  a quali- 
fied list  into  your  hand  earlier  and  result 
in  contracts  for  your  mission  box  much 
sooner.  During  the  Winter  Phase,  recon- 
tact the  schools  that  only  offered  the  test 
in  the  Fall  on  a volunteer  basis.  Suggest 
to  them  that  they  offer  a second  test  ses- 
sion. 

Student  Influencers 

Think  back  about  your  life.  Can  you 
recall  a time  when  you  had  to  make  a 
major  decision  about  your  future?  We’ve 
all  had  those  turning  points  in  our  lives 


and  careers.  As  often  as  not,  you  turned  to 
someone  for  advice,  or  at  least  as  a sound- 
ing board  for  your  idea  on  how  to  handle 
the  situation.  When  you  considered  the 
actions  or  opinions  of  another  individual, 
you  were  affected  by  an  influencer. 

Most  of  us  share  the  common  human 
characteristic  of  learning  from  the  suc- 
cesses and  failures  of  another.  In  the 
schools  those  individuals  who  stand  out 
as  leaders  within  their  peer  groups  are 
influencers.  People  such  as  class  presi- 
dents, newspaper  editors,  and  athletes  can 
help  build  interest  in  the  United  States 
Army  among  the  student  body.  Members 
of  your  DEP  can  have  a tremendous  effect 
as  influencers. 

Educator,  Parent,  and  Busi- 
ness influencers 

Many  educators,  parents,  and  business 
leaders  are  not  aware  of  the  multifaceted 
opportunities  which  T oday  ’ s Army  offers 
young  people.  Ensure  the  total  commu- 
nity is  cognizant  of  what  programs  and 
services  are  available  not  only  for  stu- 
dents but  for  the  school  systems,  parent’s 


groups,  and  business  community  as  well. 
Members  of  the  community  in  your  re- 
cruiting area  will  provide  guidance  and 
serve  as  positive  influencers. 

Summary 

The  activities  and  programs  mentioned 
provide  a broad  overview  of  some  of  the 
key  elements  that  have  a positive  impact 
on  your  SRP.  The  school  plan  matrix  that 
is  attached  to  the  school  recruiting  plan 
provides  the  recruiter  with  specific  duties 
and  responsibilities.  Below  is  a chart  of 
mandated  requirements  and  activities  you 
might  like  to  try  during  the  Winter  Phase. 

The  Army  offers  a broad  range  of  pro- 
grams and  services  to  be  employed  in 
your  school  recruiting  program.  Develop 
and  tailor  your  program  to  meet  specific 
needs.  Use  all  the  resources  available  and 
be  creative  when  marketing  programs  that 
will  lead  to  greater  access  and  increased 
testing.  Use  your  time  wisely  and  utilize 
the  expertise  of  your  APA  staff  and  the 
ESS  when  taking  initiatives  to  enhance 
your  SRP. 


The  Winter  Phase  (School  Recruiting  Program)  To-Do  List 


JANUARY: 

* Arrange  for  ASVAB 
post-interpretations 

* Obtain  or  construct  100 
percent  of  Junior  Lists 

* 80  percent  contact  of  all 
seniors 

* Obtain  updated  senior 
enrollments 

* Attend  job  fairs  and 
career  days 

9 Attend  school  events 
(basketball,  wrestling) 

9 Contact  college  stu- 
dents at  home  during 
semester  break 


FEBRUARY: 

9 100  percent  contact  of 
all  seniors 

9 Re-contact  schools  for 
ASVAB  testing  or  sec- 
ond test  session 

9 Recommend  educators 
for  3rd  Quarter  Ed  Tours 

9 Conduct  an  educator/ 
COI  luncheon  (coordi- 
nate) 

9 Coordinate  and  execute 
TAIR  events 


MARCH: 

9 Promote  and  pre- 
schedule ASVAB  for  the 
next  SY 

9 Award  certificates  of 
appreciation  to  key  in- 
fluencers 

9 Attend  financial  aid 
nights 

9 Volunteer  services 
(coaching,  classroom 
presentations) 
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CSM  career  path  now  in- 
cludes special  pay 

by  Maj.  Joe  Burlas 

Army  command  sergeants  major  who 
work  for  a general  recently  saw  some 
extra  money  in  their  paycheck.  Re- 
quested by  SMA  Gene  C.  McKinney 
last  April,  special  duty  assignment  pay 
for  these  senior  noncommissioned  offi- 
cers was  approved  Oct.  8 by  Sara  E. 
Lister,  assistant  secretary  of  the  Army 
for  Manpower  and  Reserve  Affairs, 
with  an  effective  date  of  Oct.  1,  1996. 
“This  pay  and  compensation  benefit  is 
something  that’s  been  long  overdue,” 
said  SGM  Larry  Strickland,  staff  ser- 
geant major  for  the  Deputy  Chief  of 
Staff  for  Personnel. 

“It’s  an  effort  to  recognize  the  impor- 
tance of  passing  through  the  gates  of 
battalion  and  brigade  command  ser- 
geant major,  and  taking  on  increased  re- 
sponsibilities and  a larger  span  of 
concern  in  higher  enlisted  positions 
within  the  Army.” 

Strickland  gave  the  example  of  an  of- 
ficer along  a career  path  who  gets  pro- 
motions — and  the  added  pay  that  goes 
with  them  — as  that  officer  progresses 
from  battalion  command  through  corps 
or  higher  command.  In  the  past,  a com- 
mand sergeant  major  could  take  the 
same  path  to  take  the  senior  enlisted 
berth  at  the  same  organizations  and  see 
only  cost-of-living  and  longevity  pay 
raises. 

“What  we’ve  done  is  given  a little 
more  compensation  to  those  who  aspire 
to  and  attain  the  top  positions  within  the 
enlisted  force  structure,”  said  Strick- 
land. 

The  amount  of  the  special  pay  de- 
pends on  the  specific  rank  of  the  gen- 
eral officer  a command  sergeant  major 
works  for.  The  monthly  increase  is  $55 
for  command  sergeants  major  who 
work  for  a brigadier  general;  $110  for 
those  whose  boss  is  a major  general; 
$165  for  those  with  a lieutenant  general 
supervisor;  $220  for  those  working  for 
a general;  and  $275  for  the  sergeant 
major  of  the  Army  who  works  directly 
for  the  Chief  of  Staff  of  the  Army.  Ap- 


proximately 10  percent  of  the  more  than 
1,100  command  sergeants  major  in  the 
active  force  will  receive  the  special  duty 
assignment  pay.  In  the  Army  Reserve 
and  National  Guard,  about  55  command 
sergeants  major  will  see  the  increase. 

The  Army  may  award  special  duty  as- 
signment pay  when  one  of  three  criteria 
is  met:  a greater  than  normal  degree  of 
responsibility  or  difficulty  is  expected 
in  a regular  military  assignment  for  a 
member’s  grade  and  experience;  the  re- 
quirement of  special  qualifications  is 
met  through  rigorous  screening  and  spe- 
cial schooling;  or  extremely  demanding 
personal  effort  is  necessary  to  ensure 
successful  mission  accomplishment. 

The  justification  for  the  extra  pay  to 
these  senior  command  sergeants  major 
is  the  increasingly  tough  screening  he 
or  she  goes  through  to  get  the  job  at 
each  level  and  the  requirement  for  addi- 
tional schooling  beyond  the  Sergeants 
Major  Academy.  The  special  pay  bene- 
fit does  not  apply  to  command  ser- 
geants major  at  battalion  or  brigade 
level,  nor  to  sergeants  major  working 
on  staffs  at  any  level. 

“There  is  no  intention  to  degrade  the 
responsibilities  and  duties  of  battalion 
and  brigade  command  sergeant  majors 
with  this  special  pay,”  said  Strickland. 
“You  have  to  take  into  consideration 
that  it  is  a different  environment  divi- 
sion and  higher  command  sergeants  ma- 
jor work  in  — the  selection  process  is 
more  rigorous  and  their  responsibilities 
greater.” 

Army  News  Service 

Relmer  discusses  Army’s 
future  vision 

by  Gerry  J.  Gilmore 

Army  Chief  of  Staff  Gen.  Dennis  J. 
Reimer  announced  his  service’s  plan  to 
take  it  through  the  first  decade  of  the 
next  century  at  a Nov.  13  news  confer- 
ence held  here  during  a two-day  force 
structure  issues  conference.  The  confer- 
ence, titled:  “Strategy,  Force  Structure 
and  Defense  Planning  for  the  21st  Cen- 
tury,” featured  senior  leaders  from  the 
joint  armed  services,  government  and 


private  sector  military  policy  specialists 
and  defense  industry  representatives. 

The  annual  conference  is  co-sponsored 
by  Tufts  University’s  Fletcher  School 
of  Law  and  Diplomacy,  the  Institute  of 
Foreign  Policy  Analysis,  the  Office  of 
the  Secretary  of  Defense  for  Net  Assess- 
ment, and  the  U.S.  Army. 

Army  Vision  2010,  Reimer  said, 

“lays  the  intellectual  foundation  for  the 
Army  for  the  21st  century,”  while  link- 
ing Army  XXI,  the  Army’s  futuristic 
brigade  now  being  trained  at  Fort  Hood, 
Texas,  with  the  “Army  After  Next,” 
which  looks  30  years  into  the  future.  “It 
[Army  Vision  2010]  talks  about  rede- 
fined missions  for  us,  the  regional  focus 
which  provides  stability  for  the  global 
village,  [and]  a balanced  force  mix,” 
Reimer  said. 

Army  Vision  2010  calls  for  the  Army 
to  defeat  future  foes  through  dominant 
maneuver,  the  multidimensional  applica- 
tion of  information,  engagement,  and 
mobility  capabilities  to  position  and  em- 
ploy widely  dispersed  joint  air,  land, 
sea,  and  space  forces  to  accomplish  as- 
signed operational  tasks.  The  Army  is  a 
joint  team  player  and  Army  Vision 
2010  identifies  how  the  Army  supports 
other  Joint  Vision  2010  tenants:  full  di- 
mensional protection,  focused  logistics, 
and  precision  engagement. 

Information  technology  plays  a key 
role  in  the  Army’s  blueprint  to  domi- 
nate future  battlefields,  Reimer  said. 
Digitalization  promises  to  greatly  im- 
prove battlefield  command,  control, 
communications  and  intelligence  ef- 
forts. Precision  engagement  will  enable 
the  Army  and  other  US  forces  to  locate 
objectives  or  targets,  provide  responsive 
command  and  control,  generate  the  de- 
sired effect,  assess  the  level  of  success, 
and  retain  the  flexibility  to  reengage 
with  precision  when  required. 

While  Army  Vision  2010  spells  out 
many  changes,  some  things  will  remain 
the  same,  Reimer  said.  “While  much 
has  changed,  I can  also  emphasize  that 
[some]  things  remain  constant ...  our 
core  competencies,  our  quality  soldiers 
and  the  value  base  which  our  Army  is 
built  upon.  Those  are  the  things  that  are 
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near  and  dear  to  us  ...  as  we  go  through 
this  enormous  period  of  change,”  he 
said. 

Ordering  Youth  Certificates 

Recruiting  battalions  must  continue 
to  request  Youth  Certificates  directly 
from  the  St.  Louis  Publication  and  Dis- 
tribution Center,  which  maintains  a sup- 
ply of  the  DA  Form  5963  with  the 
Chief  of  Staff  of  the  Army’s  signature. 

Personnel  changes  in  the  Office  of 
the  Chief  of  Public  Affairs  and  the  reor- 
ganization of  publication  distribution 
centers  prompted  changes  in  procedures 
in  October  1995.  Those  requesting 
Youth  Certificates  from  OCPA  now  re- 
ceive a list  of  local  battalions  to  contact 
for  the  awards. 

When  ordering  DA  Form  5963, 
know  that  the  publication  identification 
number  (PIN)  is  045829000  and  that 
the  unit  of  issue  is  a package  of  100. 

For  example,  request  one  pack  for  100 
certificates. 

The  publication  and  distribution  cen- 
ter no  longer  accepts  paper  copies  of 
the  publication  request,  DA  Form  4569. 
Here  are  several  ways  publications  ac- 
count holders  can  order  DA  Form  5963. 
Be  sure  to  allow  at  least  four  weeks  for 
processing  and  delivery. 

Electronic  mail  using  the  STAR- 
PUBS  DDN  Interface  System:  For 
more  information,  publications  ac- 
count holders  can  call  Betty  Bundy 
at  DSN  221-6238  or  (703)  325- 
6238. 

US  Army  Publications  and  Printing 
Command’s  home  page  on  the 
World  Wide  Web  at 

wwvv-usappc.hoffman.army.mil. 

Telephone  Ordering  Publications 
Systems  (TOPS),  which  is  avail- 
able only  for  emergency  orders:  To 
access  this  voice-interactive  sys- 
tem, use  a touch-tone  telephone  to 
call  DSN  221-9224  or  (703)  325- 
9224.  Be  sure  to  have  your  publica- 
tion account  number,  Zip  Code, 
and  PIN  ready. 

To  open  a new  publications  account, 
mail  DA  Form  12-R  to  Commander, 

US  Army  Publications  Distribution 


Center  St.  Louis,  1655  Woodson  Road, 
St.  Louis,  MO  63114. 

For  more  information  on  accounts, 
call  Joyce  Hinton  at  DSN  693-7305, 
ext.  263  or  commercial  (314)  263-7305, 
ext.  263  or  William  Hoye  at  ext.  288. 


JRISS  On  the  Move 

The  USAREC  JRISS  Office  (RCRO- 
JRISS)  is  located  in  the  Joint  Recruiting 
Information  Support  System  (JRISS) 
Project  Management  Office,  Building 
6580,  Fort  Knox,  KY  40121.  Team 
leader  is  MAJ  Gary  A.  Minadeo,  (502) 
626-1512,  cc:Mail  - Minadeo,  Gary. 

Thanks  for  the  positive  feedback  on 
the  November  Recruiter  Journal.  Many 
of  you  were  concerned  that  we  forgot 
Special  Missions  and  AMEDD  — we 
ran  out  of  room  so  they  are  in  this 
month’s  issue  (see  pages  19-21).  Keep 
the  e-mail  coming  in  to  the  JRISS 
NCOs  listed  in  the  November  issue. 

Since  the  last  issue,  we  briefed 
JRISS  to  the  Information  Management 
Conference  and  the  Annual  Leaders 
Conference  with  consensus  on,  “Get  it 
in  the  field  faster”  Message  received. 
The  after-action  review  went  well  with 
Louisville  Company  and  the  Kentucky 
National  Guard.  They  gave  a thumbs  up 
to  the  multimedia  JRISS-Army  Sales, 
so  we  are  planning  to  field  it  in  April  97 
to  the  station  desktops  to  replace  the 
JOIN  equipment. 

The  question  was  asked,  “Who  gets 
JRISS  first?”  The  answer  is  3d  Brigade 
in  summer  1997.  Be  sure  to  look  for 
more  on  that  and  other  fielding  plans  in 
the  January  issue. 


Jtappy  MoCidays 
from  the  Recruiter 
JoumaC staff! 


MWR  hits  the  World  Wide 
Web 

According  to  CFSC’s  webmaster  and 
senior  marketing  coordinator,  Del 
Terry,  the  MWR  home  page  is  up  and 
running.  The  address  is:  http:// 
www.armymwr.com. 

“It’s  actually  been  up  since  April,  but 
we  wanted  to  make  sure  all  the  ‘bugs’ 
were  worked  out  and  the  information 
was  current  and  accurate.  We’ve  also 
fine-tuned  the  graphics  to  make  it  more 
interesting  visually.” 

A 1995  study  by  the  Army  Research 
Institute  revealed  that  96  percent  of  offi- 
cers and  60  percent  of  enlisted  soldiers 
have  access  to  personal  computers. 
Other  studies  show  most  military  mem- 
bers are  not  aware  of  their  MWR  bene- 
fits. Some  potential  customers  don’t 
even  know  they  are  authorized  to  use 
MWR  facilities  and  programs.  Now,  ac- 
tive duty  soldiers,  reservists,  family 
members,  retirees  and  DOD  civilans 
have  access  to  everything  they  ever 
wanted  to  know  about  MWR. 

The  MWR  home  page  contains  use- 
ful information  about  recreation,  com- 
petitive sports,  employment,  and  family 
programs  including  relocation  informa- 
tion for  all  Army  installations.  The 
Army’s  MWR  employee  newsletter. 
Feedback,  is  online. 

Examples  of  information  accessible 
to  customers  include  when  and  how  to 
audition  for  the  United  States  Army 
Soldier  Show,  how  to  apply  for  the 
World  Class  Athlete  Program,  and  how 
to  make  reservations  at  Shades  of 
Green  at  Walt  Disney  World  Resort  in 
Orlando  or  the  Hale  Koa  Hotel  in  Ha- 
waii (two  of  the  four  Armed  Forces 
Recreation  Centers). 

“We’ve  set  it  up  for  both  customers 
and  MWR  employees,”  said  Terry.  “Us- 
ers can  download  and  print  out  the  in- 
formation they  need  and  e-mail 
responses.  We’re  planning  to  set  up  a 
military  ‘yellow  pages’-style  directory, 
and  we  hope  armymwr.com  will  be  a 
regular  pit-stop  for  soldiers,  civilians 
and  their  families,”  he  said. 

(MWR  News  Release) 
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When  face-to-face  prospecting; 


A is  for  attitude 


D is  for  determination 


D is  for  discipline 


by  MSG  Jean  Allen, 

Recruiting  Operations,  Training  Division 

Some  recruiters  make  face-to-face  prospecting 
their  top  priority.  Others  set  it  aside  and  do  it  dur- 
ing “nonproductive  time.”  Some  recruiters  conduct 
face-to-face  prospecting  alone,  while  others  do  it  in 
pairs.  There  are  as  many  styles  for  face-to-face 
prospecting  as  there  are  recruiters.  What  is  best? 

The  truth  is  there  aren’t  any  absolutes  with  face- 
to-face  prospecting.  There  is  no  one  right  way,  ac- 
cording to  1SG  Dwayne  Greer,  Airport  Company, 
Pittsburgh.  Greer’s  first  suggestion  is  that  recruit- 
ers be  prepared  to  face  prospects  all  day,  everyday. 
Successful  recruiters  rely  heavily  on  a continuous 
source  of  leads  to  make  mission  box. 

Most  would  agree  that  face-to-face  prospecting 
keeps  leads  flowing;  however  face-to-face  prospect- 
ing success  depends  on  both  the  area  you  are  in 
and  on  the  prospecting  skills  of  the  individual  re- 
cruiter. As  recruiters,  we  cannot  sit  in  our  recruit- 
ing offices  and  wait  for  things  to  happen;  we  must 
create  a work  plan. 

As  written  in  USAREC  Pam  350-7,  face-to-face 
prospecting  is  no  more  than  coming  eye  to  eye  with 
your  market  for  the  first  contact.  Face-to-face  pros- 
pecting happens  on  a daily  basis.  For  this  type  of 
prospecting  to  be  productive,  you  must  go  where 
members  of  your  market  congregate  (e.g.,  football 
games,  recreation  centers,  basketball  courts,  fast 
food  restaurants  and  churches,  etc.). 

Important  locations 

One  of  the  most  important  locations  for  you  to 
face  to  face  prospect  is  at  the  high  school.  Al- 
though you  may  not  be  able  to  conduct  a complete 
appointment,  you  can  schedule  one  for  a later  time 
without  becoming  a hindrance  to  the  student  or 


the  school  officials.  Develop  a technique  that  is 
comfortable  and  successful  for  you  to  use  to  break 
the  ice  with  people  in  your  market. 

Knowing  the  habits  of  individuals  in  your  mar- 
ket will  greatly  help  you  in  your  efforts.  When  out 
in  your  area,  talk  to  everyone  you  come  in  contact 
with.  Be  forward.  Let  people  in  your  community 
know  who  and  where  you  are. 

Give  your  business  card  to  everyone  you  can. 
Make  friends  with  store  owners;  they  can  provide 
referrals.  Visit  the  Army  Reserve  Centers  and  Na- 
tional Guard  Armories  because  the  Active  Guard 
members  attached  to  those  units  are  members  of 
the  local  community  and  can  provide  referrals. 
When  you  stop  for  gasoline  on  your  way  home,  talk 
to  the  attendant. 

Everyone  is  important 

Whether  you  are  mailing  a letter,  dropping  off 
your  dry  cleaning,  getting  your  hair  cut  or  attend- 
ing church,  everyone  is  important.  When  you  are 
eating  lunch  in  a restaurant,  don’t  isolate  yourself. 
Constantly  develop  your  centers  of  influence. 

When  you  cannot  contact  a prospect  by  tele- 
phone, take  the  opportunity  to  stop  by  his  or  her 
home.  By  talking  to  other  members  of  the  house- 
hold, you  may  gather  information  about  the  pros- 
pect you  can  use  later.  Parents  are  the  number  one 
influencers.  This  is  an  excellent  opportunity  to  use 
some  of  your  sales  skills  to  sell  parents,  relatives, 
and  friends  on  the  Army,  just  as  you  would  use  to 
sell  a prospective  applicant.  By  selling  the  pros- 
pect’s parents  or  relatives  on  the  idea  of  Army  en- 
listment, you  will  have  more  success  with  your 
prospect.  Additionally,  prospects  have  brothers 
and  sisters  that  you  may  be  able  to  sell  an  Army 
enlistment  to  as  well. 

Whether  your  face-to-face  prospecting  plan  in- 
cludes being  in  different  parts  of  the  community, 
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involved  with  the  public,  or  conducting  planned 
house  calls,  you  should  plan  on  visiting  your  DEP 
or  DTP  members  in  that  area.  Use  them  in  obtain- 
ing referrals;  this  is  probably  one  of  the  best 
sources.  They  know  where  the  popular  youth  hang- 
outs are,  as  well  as  where  their  friends  live.  Occa- 
sionally, take  a DEP  or  DTP  member  with  you 
when  face-to-face  prospect.  This  may  help  break 
the  ice  with  someone  you’ve  never  met  or  may  pro- 
vide you  more  credibility  within  the  community. 

Just  as  businesses  expect  to  make  a profit,  so 
should  we  expect  to  profit  when  we  face-to-face 
prospect.  The  process  and  principles  are  the  same 
as  used  in  telephone  prospecting: 

Make  A Plan 

■ Develop  a list  of  prospects 

. Prepare  an  opening  statement 

. Prepare  a mini-sales  message 

. Prepare  your  close  to  get  the  appointment 

Suggested  Steps 

. Develop  a pre-prospecting  plan 

. Plan  your  itinerary 

■ Go  where  your  market  is 

. Blueprint  as  much  information  as  possible 

. Be  prepared  to  conduct  a complete  sale  pres- 
entation at  any  time  using  the  sales  book 

Remember,  house  calls  are  important  and  can 
be  a profitable  part  of  our  face-to-face  prospecting 
efforts.  The  process  and  principles  are  the  same  as 
used  in  telephone  prospecting. 

The  key  is  to  make  friends  wdth  as  many  people 
as  possible.  Remember  that  face-to-face  prospect- 
ing has  to  be  done  with  a plan. 

Evaluate  methods 

Suppose  for  one  moment  that  your  face-to-face 
prospecting  plan  doesn’t  turn  a profit  for  you.  Im- 
mediately begin  to  reevaluate  your  methods  and 
make  necessary  changes.  The  same  methods  are 
used  in  business.  If  a business  is  not  making  a 
profit,  its  management  immediately  begins  to  re- 
evaluate methods  and  make  changes.  USAREC  de- 
mands the  best  technically  trained  soldiers. 
Trained  to  recruit  the  world’s  finest  Army  face-to- 
face. 

A group  of  first  sergeants  attending  USAREC’s 
resident  first  sergeants’  course  at  Fort  Knox,  Ky. 
were  asked  to  share  some  good  ideas  with  the  field 
force  on  how  face-to-face  prospecting  could  be  done 


in  a timely,  creative,  efficient,  and  effective  man- 
ner. 

Some  good  ideas 

■ Conduct  cold  house  calls  with  10  leads  within  a 
1 0 block  area  that  you  were  unable  to  contact 
by  phone. 

■ Post  every  small  business  that  will  allow  you  to 
within  that  same  1 0 block  area. 

■ Pass  out  and  receive  a minimum  of  10  busi- 
ness cards  from  business  people  and  clergy  in 
the  area. 

■ If  possible,  take  along  a DEP  or  DTP  when 
face-to-face  prospecting. 

. Plan  to  spend  three  hours  minimum  in  the  area 
to  accomplish  the  above  tasks  and  also  to  meet 
and  greet  community  members. 

■ Above  all,  vary  your  uniform. 

■ Talk  to  everyone  you  see,  young,  old,  heavy, 
and  thin. 

■ Try  face-to-face  prospecting  in  the  evening  in- 
stead of  in  the  afternoon. 

. Organize  team  competition  within  the  recruiting 
station  or  recruiting  company,  e.g.,  the  team 
that  comes  back  with  the  most  leads  receives  a 
three-day  pass. 

. Face  to  face  prospect  in  pairs. 

. Stick  to  your  plan. 

According  to  recruiter  expert  1SG  Darol  Tucker 
from  Buffalo  Company,  “Recruiters  should  first 
have  goals  in  mind  of  what  he  or  she  wants  to  ac- 
complish during  their  face-to-face  prospecting  time 
and  be  prepared  to  conduct  an  appointment.” 

Post  your  area,  local  restaurants,  stores,  places 
you  frequent  around  the  same  time  each  week.  De- 
velop COIs  and  VIPs  who  can  be  your  voice  person 
in  the  area  when  you  can’t  be  there.  Eat  lunch  at  a 
fast  food  place  after  the  normal  lunch  hour,  1330 
or  after. 

“ There  is  a little  formula 
for  success  I have,  ” says 
1SG  Greer.  I have  written  on 
a note  pad  the  letters  ADD. 
“A”  is  for  attitude,  “D”  is  for 
determination,  and  the  last 
“D”  is  for  discipline.  It  ADDs 
up  to  success. 
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CG’s  Advisory  Council  meets 
in  Atlanta 

— Gold  medal  winners  invited  to  advise 


by  2d  Brigade  A&PA 

What  began  as  MG  Alfonso  E.  Lenhardt’s  vision  link- 
ing the  competitive  spirit  of  the  Olympics  and  our  own 
world  of  recruiting  became  an  incentive  to  recruiting 
excellence  and  a forum  for  the  exchange  of  professional 
expertise. 

Recruiters  from  every  comer  of  Recruiting  Command 
competed  against  criteria  that  placed  them  in  contention 
to  win  an  Olympics-style  gold  medal.  When  it  ended  on 
the  last  day  of  the  month  of  September  and  the  gold 
medal  winners  were  identified,  each  was  invited  to  join 
the  CG  to  receive  their  well  earned  rewards. 

Where  else  to  hold  an  Olympic  awards  ceremony 
than  the  1996  Olympic  city  itself? 

On  Oct.  31,  they  began  to  arrive  in  Atlanta.  Outstand- 
ing and  successful  recruiters  from  as  far  away  as  Guam 
and  Hawaii,  New  England  and  Texas,  Florida  and  Iowa 
— truly  representing  the  best  from  all  over  the  com- 
mand. 

First,  these  top-notch  recruiters  checked  in  at  the 
Westin  Peachtree  Plaza  Hotel  in  downtown  Atlanta, 
North  America’s  tallest  hotel.  Here  each  attendee  re- 
ceived a conference  packet  outlining  the  coming  events 
and  including  personalized  letters  from  the  CG  and 
CSM  Thomas  R.  Brooks,  plus  a welcome  letter  from  the 
mayor  of  Atlanta,  the  Honorable  Bill  Campbell. 

As  evening  arrived  the  gold  medal  winners  assem- 
bled for  a dinner  hosted  by  the  commanding  general. 
Here  they  learned  that  they  were  not  only  winners  of  a 
much  coveted  recognition,  but  were  also  now  members 
of  an  elite  group  of  recruiters  to  be  known  as  the  Com- 
manding General’s  Advisory  Council,  symbolized  by 
the  limited  edition  coffee  mugs  presented  at  their  dinner 
tables. 

They  would  learn  further  about  the  responsibilities  of 
this  membership  during  the  meeting  the  following  day, 
but  for  the  moment  they  met  each  other,  shared  success 
stories,  ate  dinner,  and  were  entertained  by  the  wit  and 
stories  of  guest  speaker  Larry  Munson,  nationally  re- 
nowned sportscaster  for  decades  and  currently  the  voice 
of  the  University  of  Georgia  Bulldogs. 

The  morning  of  Nov.  1 saw  the  meeting  of  the  CG’s 
Advisory  Council  begin  in  earnest.  As  a group,  they 
were  all  asked  specific  questions  that  drew  comments 


on  the  “whys”  and  “hows”  of  their  successes  — a true 
brainstorming  session.  It  was  time  for  USAREC  to  learn 
from  its  best  and  they  did  just  that.  All  were  gratified 
that  their  expertise  would  be  listened  to  and  put  into  use. 

CSM  Brooks  addressed  the  group  himself,  charging 
them  to  spread  their  knowledge  with  their  peers  in  the 
field. 

Then  came  the  CG’s  opportunity  to  speak  to  his 
“Olympic”  winners,  the  Advisory  Council. 

“You  represent  the  best  in  this  command,”  he  re- 
minded the  group,  “Recruiters  are  dream-makers.  They 
listen  for  hopes,  aspirations,  and  dreams.  That’s  what 
you  do  — get  them  (America’s  young  people)  ready  for 
the  21st  century.” 

He  noted  that  his  experience  had  shown  him  that 
“ninety  percent  of  recruiting  takes  place  in  the  mind,” 
before  a recruiter  even  steps  out  of  the  station  door. 

“Recruiting  is  a thinking  person’s  sport,”  he  added, 
pointing  out  that  many  of  those  in  attendance  hadn’t 
known  they  had  won  anything  until  they  were  invited  to 
attend  the  council  meeting. 

“Too  busy  being  successful  recruiters  to  notice,”  said 
Lenhardt. 

The  CG  then  passed  out  his  private  e-mail  address 
and  Advisory  Council  membership  cards.  All  were 
asked  to  communicate  with  the  command  and  share 
their  success  stories. 

Next  came  the  formal  presentation  of  the  awards  by 
MG  Lenhardt  to  the  81  recipients  who  were  able  to  at- 
tend the  meeting.  Each,  in  turn,  received  an  Olympic- 
style,  engraved  gold  medal  for  outstanding  production, 
a mounted  and  personalized  certificate,  plus  one  of  the 
CG’s  numbered  coins  in  a personalized,  engraved  pres- 
entation case. 

The  group  photo  of  the  gold  medalists  ended  the 
meeting  and,  for  those  who  had  time  before  departing 
flights,  a tour  of  Atlanta,  the  Centennial  Olympic  city. 

Will  the  CG’s  Advisory  Council  meet  again?  Yes, 
and  it  will  once  again  consist  of  those  who  have  made 
the  grade  of  gold  medal  winner. 

Those  who  qualify  can  expect  respect  for  the  accom- 
plishment and  to  be  asked  to  share  their  methods  with 
the  command.  They  can  also  expect  to  enjoy  the  re- 
wards, as  those  who  came  to  Atlanta  surely  did. 

(See  photo  layout  on  following  pages.)  ^ 


December  1996 


9 


*** 


** ** 

COMMANDING  GENERAL'S 
ADVISORY  COUNCIL 

FISCAL  YEAR  97  - ATLANTA,  GA  — 


Gold  medal  winners  and 
their  spouses  gathered 
for  a celebratory  dinner 
in  Atlanta  on  Oct.  31 . On 
the  next  day,  successful 
recruiters  shared  their 
secrets  in  the  first  CG’s 
Advisory  Council  meet- 
ing. (Photos  by  2d  Bde 
A&PA  staff) 
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Meet  the  new  DCG  (West) 


HERE  BEFORE 

When  BG  Samuel  L.  Kindred, 

DCG-West,  looks  back  20  years,  he 
views  his  three  years  in  recruiting  as 
one  of  the  best  jobs  he’s  ever  had. 

From  December  1973  to  January 
1977,  CPT  Kindred  was  a recruiting 
commander  in  the  Columbus  North 
area  in  Ohio. 

“I  was  one  of  336  or  338  captains 
who  served  at  the  beginning  of  offi- 
cer leadership  at  the  company  level 
in  recruiting.  For  me,  it  was  a great 
job  — you  always  knew  where  you  stood,  but  you  had 
autonomy.  If  you  were  doing  well,  the  boss  left  you  alone.” 

Based  on  his  previous  experience,  BG  Kindred  under- 
stands the  environment  and  the  demands  of  recruiting.  His 
most  recent  assignment  as  commander  of  the  3d  Corps  Sup- 
port Command  took  him  to  Bosnia,  Croatia,  and  Hungary 
in  1996,  and  those  experiences  lead  him  to  think  highly  of 
today’s  Army  recruiters. 

“The  American  soldiers  deployed  there  speak  volumes 
for  the  Recruiting  Command,”  he  said.  “They  are  great 
young  Americans,  doing  important  missions  in  terms  of 
world  peace.  And  all  that  starts  with  Army  recruiters.” 

Kindred  says  his  job  is  to  facilitate  a system  that  allows 
recruiters  to  be  successful,  and  thus  he  views  his  job  as 
two-fold:  to  help  recruiters  make  their  mission,  and  to  care 
for  and  nurture  recruiting  families.  He  hopes  to  bring  with 
him  a sense  of  integrity  and  says  there  will  be  no  “cutting 
corners”  when  he’s  around. 

“We  have  to  relate  that  integrity  to  our  prospects,  their 
parents  and  COIs,  because  they  are  entrusting  us  with  their 
greatest  asset,  their  children.  We  have  to  convince  them 
that  we  have  their  best  interests  at  heart.” 

The  new  DCG  also  wants  to  get  out  to  the  field  as  soon 
as  possible.  “I  want  to  talk  to  recruiters  and  see  where  they 
work.  I want  to  meet  their  families,”  he  said. 

Much  has  changed  since  BG  Kindred  was  last  in 
USAREC,  but  he  has  a strong  belief  in  working  smartly, 
working  the  systems  in  place,  especially  the  DEP. 

“The  DEP  is  a great  program,  but  I want  to  be  sure  we 
get  full  benefit  from  it.  DEP  losses  mean  a double  burden 
on  recruiters.  So  I hope  to  see  how  they  (DEP  members) 
are  treated  and  how  we  stay  in  touch  with  them.” 

Kindred  admits  he  wants  to  get  up-to-speed  in  a hurry, 
so  that  he  can  start  facilitating  success.  But  he  warns  that 
recruiters  should  not  think  this  newest  DCG  understands 
all  the  nuances  of  Army  recruiting  right  off  the  bat. 

“I’m  a novice,  not  a know-it-all,”  he  challenges.  “You 
make  me  smart  and  I will  be  your  advocate.”  ^ 


BG  SAMUEL  L KINDRED 
Deputy  Comm  soiling  General  (West) 

BG  Samuel  L.  Kindred  is  a native  of 
Alabama  and  a graduate  of  Hampton 
University,  Va.,  where  he  received  a 
bachelor  of  science  degree  in  business 
management.  He  was  commissioned  a 
second  lieutenant  in  the  Transportation 
Corps  in  1969.  He  later  transferred  to 
the  Aviation  Branch  when  it  was 
formed. 

He  holds  a master’s  degree  in  busi- 
ness administration  from  Central  Michi- 
gan University.  His  military  education 
includes  completion  of  the  Transportation  Corps  Ba- 
sic and  Advance  Courses;  fixed  and  rotary  wing 
flight  training;  Command  and  General  Staff  College; 
project  management  course;  and  Industrial  College  of 
the  Armed  Forces.  He  is  a graduate  of  Stanford  Uni- 
versity’s Advance  Management  Training  Program. 

Prior  to  becoming  the  Deputy  Commanding  Gen- 
eral (West)  of  the  U.S.  Army  Recruiting  Command, 
Brigadier  General  Kindred  served  as  the  commanding 
general  of  3d  Corps  Support  Command.  Other  assign- 
ments include  deputy  commanding  general  of  the 
21st  Theater  Army  Area  Command;  executive  officer 
to  the  commanding  general,  US  Army  Materiel  Com- 
mand; chief,  Aviation  Logistics  Office,  Office  of  the 
Deputy  Chief  of  Staff  for  Logistics,  Headquarters,  De- 
partment of  the  Army;  and  commander,  45th  Corps 
Support  Group. 

Highlights  of  his  career  include  two  tours  in  Viet- 
nam as  a helicopter  pilot  with  the  101st  Aviation  Bat- 
talion and  as  Platoon  Leader  with  the  123d  Aviation 
Battalion;  Recruiting  Area  Commander  of  Columbus, 
Ohio;  commander,  347th  Transportation  Company 
(A VIM);  commander,  124th  Transportation  Battal- 
ion; and  Aviation  colonels’  assignment  officer,  US 
Army  Personnel  Command. 

His  awards  and  decorations  include  the  Legion  of 
Merit  with  three  oak  leaf  clusters,  the  Bronze  Star 
with  two  oak  leaf  clusters,  the  Purple  Heart,  the  De- 
fense Meritorious  Service  Medal,  the  Meritorious 
Service  Medal  with  two  oak  leaf  clusters,  seventeen 
awards  of  the  Air  Medal,  the  Army  Commendation 
Medal  with  two  oak  leaf  clusters,  and  two  awards  of 
the  Humanitarian  Service  Medal.  He  also  wears  the 
Senior  Aviation  Badge  and  the  Army  Staff  Badge. 

BG  Kindred  is  married  to  the  former  Shirley  Clop- 
ton.  They  have  a son,  Sam  Jr.,  who  attends  the  Uni- 
versity of  Florida,  and  a daughter,  Tiffany,  who  lives 
in  Northern  Virginia. 
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Christmas  “away” 

by  Gary  L Bloomfield,  Kansas  City  APA 


(Photos  this  page  courtesy  of  Michael  Rowland) 


The  loneliest  time  in  any  soldier’s  career  is  when 
they’re  overseas  and  away  from  their  family  during  the 
holidays.  Some  just  treat  Christmas  as  a normal  duty 
day,  because  it’s  easier  on  the  heartstrings.  They  might 
pull  guard  duty  or  CQ  for  someone  else  and  make  a 
little  money  doing  it,  or  they  might  hang  out  at  the  rec 
center  or  the  USO,  which  usually  always  have  some 
festivities  going  on.  But  it  isn’t  the  same,  because  they 
are  all  strangers  in  a strange  land,  while  loved  ones  back 
home  waited. 

Numerous  Kansas  City  Battalion  recruiters  — just 
like  hundreds  of  recruiters  throughout  USAREC  — still 
recall  Christmas  in  the  Middle  East  during  Desert 
Shield.  For  some,  the  mess  hall  served  up  a great  feast 
with  all  the  trimmings. 

“I  was  with  the  5th  Engineer  Battalion  and  Christmas 
dinner  was  the  first  decent  meal  we’d  had  since  Thanks- 


No  matter  what  was  done 
to  make  that  Christmas  a 
little  more  bearable,  it 
wasn’t  the  same  as  being 
back  home. 

giving,”  remembers  SSG  Thomas  Melton  of  the  Sedalia 
Recruiting  Station  in  central  Missouri. 

SSG  Melvin  Aiken,  from  the  Pittsburg  (Kan.)  Recruit- 
ing Station,  was  sitting  on  the  Iraqi  border  as  a forward 
observer  with  the  101st  Airborne  Division.  “For  Christ- 
mas dinner  we  combined  all  of  our  MREs  and  had  pot 
luck,  which  actually  wasn’t  too  bad.” 

SSG  Michael  Rowland,  who  served  with  the  3d  Bat- 
talion, 8th  Field  Artillery,  laughed  about  his  Christmas 
dinner.  “There  was  a terrible  sand  storm  on  Christmas 
Day,  so  when  we  went  down  to  the  mess  tent  for  a great 
spread,  we  had  to  take  our  food  trays  back  to  our  tents 
[to  eat].  The  sand  made  our  meal  a little  crunchy!” 
Maybe  someone  broke  open  a box  of  crumbled 
cookies.  A particularly  large  NCO  might  dress  up  as 
Santa  Claus  and  pass  out  presents  or  gag  gifts. 

“After  not  receiving  any  mail  for  several  weeks,  I 
finally  got  a letter  on  Christmas  Day,”  notes  SSG  Brian 
Arant  of  Lawrence  Station,  then  assigned  to  the  3d 
Armored  Regiment.  “My  only  Christmas  present  was  a 
photo  of  my  three-year-old  daughter,  Brittany,  but  it 
was  still  special.” 
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SSG  Roger  Hopkins,  Wichita  East  RS,  spent  Christmas 
1990  with  the  108th  MP  Co.,  503d  MP  Bn.  Members  of  the 
unit  sent  home  these  special  post  cards. 


“We  opened  cards  from  both  family  and  American 
schoolchildren  addressed  to  ‘any  soldier,’”  recalled  Mel- 
ton. “I  called  home  on  AT&T’s  five  minutes  free  plan, 
but  there  wasn’t  a whole  lot  I could  say  in  five  minutes. 
If  you  wanted  to  talk  longer  than  five  minutes  you  had 
to  go  to  the  back  of  the  line.” 

Someone  else  might  try  to  get  everyone  to  sing  car- 
ols. “We  had  the  division  band  visit  on  the  Iraqi  border 
and  they  played  carols,”  SSG  Michael  Aikins  of  the 
Lawrence,  Kan.,  station  thought  back. 

Or  they  might  decorate  one  of  those  Charlie  Brown 
Christmas  trees,  which  were  little  more  than  twigs  with 
simple  decorations.  “We  found  a stink  bush  and  deco- 
rated it  for  our  foxhole,”  remembered  Aiken. 

But  no  matter  what  was  done  to  make  that  Christmas 
a little  more  bearable,  it  wasn’t  the  same  as  being  back 
home. 

What  was  missing  was  that  warm  and  fuzzy  feeling 
of  being  with  loved  ones,  especially  the  children,  who 
wouldn’t  understand  why  mommy  or  daddy  couldn’t  be 
there  for  midnight  Mass  or  to  put  cookies  out  for  Santa, 
or  to  hear  them  squeal  with  excitement  well  before  sun- 
rise on  Christmas  morning. 

With  war  clouds  looming,  many  servicemembers 
who  deployed  to  the  Middle  East  weren’t  sure  if  they 
would  ever  see  home  again.  And  their  loved  ones  shared 
that  same  concern. 

“My  son  was  old  enough  to  understand  the  news  re- 
ports, and  he  was  afraid  I would  be  killed  over  there,” 
remembers  Rowland.  “He  needed  lots  of  reassurance, 
and  I had  to  promise  I’d  be  coming  home.” 

“My  eight-year-old  daughter  didn’t  really  understand 
where  I was  or  why  I was  gone,”  noted  SSG  Roger  Hop- 
kins of  Wichita  East  Station,  who  served  with  the  108th 
MP  Company  then.  “She  just  knew  it  was  part  of  my 
job.”  (Hopkins’  wife  had  a baby  while  he  was  still  de- 


ployed to  the  Middle  East,  so  returning  home  gave  him 
a late  but  very  special  Christmas  present.) 

The  holidays  heightened  the  emotions  for  everyone 
— for  both  troops  deployed  close  to  the  front,  and  for 
their  families  back  home.  It  would  be  a Christmas  no 
one  would  ever  forget,  or  hope  to  experience  again. 

Now  it’s  1996,  and  Army  recruiters  know  they  won’t 
have  any  last  minute  alerts  or  deployments  to  one  of  the 
world’s  hot  spots,  forcing  them  to  say  goodbye  to  their 
families  and  miss  another  holiday  season.  There  prob- 
ably won’t  be  many  half-day  schedules  like  they  still  do 
in  the  regular  Army  during  the  holidays,  but  at  least  re- 
cruiters can  go  home  every  night. 

With  the  holidays  fast  ap- 
proaching, recruiters  need 
to  plan  their  time  so  that 
they  can  participate  in  fam- 
ily activities  during  the  holi- 
days, such  as  decorating 
the  tree  or  hanging  the  out- 
door lights,  asking  Santa 
what  to  bring  for  Christ- 
mas, wrapping  presents  or 
putting  together  Barbie’s 
dream  house,  watching 
their  son  play  an  instru- 
ment in  the  Christmas  con- 
cert or  a daughter  dance  in 
the  Nutcracker  ballet. 

It’s  not  enough  to  take  Christmas  Eve  and  Christmas 
Day  off.  Recruiters  have  to  be  there  for  as  many  holiday 
activities  as  possible,  especially  if  they  have  little  chil- 
dren, who  won’t  understand  the  job,  but  who  also  won’t 
forget  that  their  recruiter-parent  wasn’t  there  for  them. 

Maybe  the  lonliest  feeling  isn’t  being  stationed  over- 
seas without  loved  ones.  Maybe,  for  the  recruiting  fami- 
lies, it’s  everyone  else  in  the  family  participating  in 
holiday  activities  while  the  recruiter  is  just  a few  miles 
down  the  road  at  the  recruiting  station,  making  phone 
calls  late  into  the  night. 

Don’t  make  this  another  Christmas  “away”  from 
home.  31 
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Heritage  posters  arrive 


Heritage  posters  have  been  around  for  years,  cover- 
ing voting  history,  military  heritage,  and  so  on,  but  with 
this  year’s  issue  recruiters  can  leverage  the  posters’  arri- 
val by  offering  a new  resource  to  augment  the  posters. 

The  1996  Heritage  Poster,  on  “Our  Technology  Heri- 
tage,” comes  with  its  own  Worldwide  Web  home  page 
to  help  teachers  and  students  further  research  and  ex- 
plore questions  and  issues  related  to  technology.  Re- 
cruiters can  penetrate  high  schools  by  introducing  the 
new  home  page  to  educators  and  students,  using  the 
poster  to  study  the  history  of  invention  and  innovation 
in  American  life. 

The  1996  Heritage  poster  was  sent,  in  duplicate,  to 
the  principals  of  more  than  17,500  high  schools  at  the 
end  of  November.  Each  battalion  and  brigade  also  will 
receive  75  copies. 

The  colorful  poster  provides  an  attractive  permanent 
display  as  well  as  a useful  instructional  tool.  It  is  de- 
signed in  three  layers,  all  three  showing  the  same  small 
generic  American  town:  one  layer  in  the  1790s,  one  in 
the  1890s,  and  the  top  layer  in  the  1990s.  The  layers  al- 
low students  to  trace  the  development  of  technology 
through  the  agrarian  age  and  the  industrial  age  into  the 
information  age.  Themes  covered  in  the  illustrations  in- 
clude communication,  transportation,  agriculture,  indus- 


try and  health  and  medicine.  An  accompanying 
teacher’s  guide  provides  classroom  activities  and  sug- 
gestions for  further  research. 

The  Worldwide  Web  home  page  takes  all  this  one 
step  further — into  interactivity.  And  it  offers  hypertext 
links  to  other  home  pages  with  more  information  on  spe- 
cific subjects.  For  example,  under  medicine  in  the 
1890s,  the  home  page  offers  them  links  to  sites  on  Pas- 
teur, Lister,  and  Curie  for  further  research,  perfect  for  a 
student  doing  a research  paper.  Illustrations  from  the 
poster  are  incorporated  into  the  page. 

Every  year  educators  write  us  praising  the  Heritage 
posters  and  their  usefulness  in  the  classroom,  so  we 
know  they  look  forward  to  and  use  the  posters.  But 
never  before  has  the  poster  been  supported  in  this  way 
through  the  Internet.  Many  teachers  might  not  catch  the 
references  to  the  Web  site  in  the  accompanying  mate- 
rial. Recruiters  can  offer  the  teachers  a real  service  by 
letting  them  know  about  it. 

Even  if  you  have  never  been  on  Internet,  you  can  of- 
fer the  Web  site  to  anyone  interested  by  giving  them  the 
uniform  resource  locator  (URL)  or,  in  other  words,  the 
address:  www.goarmy.com/tech.  Do  yourself  a service 
because  at  that  address  they  are  only  one  click  away 
from  the  Army  recruiting  home  page. 


America  in  the 
Industrial  Age,  1890s 

By  1890,  the  frontier  is  settled.  Machines 
powered  largely  by  steam  transform 
America  from  an  agricultural  to  an 
industrial  giant.  Railroads  and  j 

telephones  link  communities  with  A 

networks  of  steel  and  wire. 

Electric  ity  extends  daytime  and 
people  communicate  by  wire 
and  telephone.  Factories 
influence  how  people  live 
and  work,  while  turning 
out  a great  variety  of 
consumer  goods. 

Americans  ' 

celebrate  progress. 
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The  sobering  facts  about 

alcoholism 


Reprinted  with  permission  from  the  October 

1996  issue  of  OCCUPATIONAL  HAZARDS 

magazine. 

Approximately  13  million  Americans  — five  percent 
of  the  US  population  — suffer  from  alcohol  abuse  at 
any  given,  time.  Three  times  that  number  will  abuse  alco- 
hol at  some  point  during  their  lifetimes. 

According  to  Dick  Mahoney,  M.Ed.,  a chemical  de- 
pendency counselor  who  has  himself  been  a member  of 
Alcoholics  Anonymous  (AA)  for  22  years,  the  conse- 
quences of  alcoholism  can  be  deadly. 

“Alcoholics  either  get  well  or  succumb  to  the  illness. 
They  either  get  sober  or  die,  or  end  up  in  prison  or  a 
mental  institution,”  said  Mahoney,  who  is  president  of 
Halcyon  Psychiatric  Services,  Inc.,  a Cleveland-area 
counseling  service. 

By  Mahoney’s  definition,  an  alcoholic  is  someone 
whose  drinking  is  causing  life  problems.  He  also  noted: 
“Social  drinkers  don’t  think  about  drinking,  don’t  ask 
themselves  whether  or  not  they  are  alcoholics.  If  you 
think  you  might  have  a problem,  then  you  obviously  re- 
alize that  something  is  wrong.” 

Denial  in  the  face  of  overwhelming  evidence  that  a 
problem  exists  is  also  a sign  of  alcoholism,  warns  Dr. 
Richard  Frances,  professor  of  psychiatry  at  the  Univer- 
sity of  New  Jersey  Medical  School  and  the  founding 
president  of  the  American  Academy  of  Addiction  Psy- 
chiatry. In  1992,  according  to  the  latest  government  fig- 
ures, only  348,677  people  sought  treatment  for 
alcoholism. 

“Alcoholism  often  runs  in  families,”  said  Frances, 
“and  there  is  a great  degree  of  denial.  People  are  afraid 
to  confront  someone  who  drinks  too  much,”  The  result, 
said  Frances,  is  often  a conspiracy  of  silence  which  re- 
volves around  the  alcoholic  and  his  or  her  behavior  and 
can  take  a terrible  toll  on  the  family. 

Children  can  be  especially  hard  hit,  both  literally  and 
figuratively,  by  alcoholic  parents.  Sexual  and  physical 
abuse  is  more  often  encountered  in  families  with  an  al- 
coholic member.  Neglect,  both  emotional  or  physical, 
can  also  be  a problem. 

The  children  of  alcoholics  often  find  ways  to  “act 
out”  their  frustrations,  said  Vaughn  Howland,  MSW, 
who  operates  the  Intervention  Center  in  Washington, 
D.C.  These  kids  become  class  clowns,  silent  dreamers, 
perfectionists,  peacemakers  or  troublemakers.  Regard- 
less of  how  they  cope  with  their  fear  and  anger,  they 
have  one  thing  in  common,  he  said:  “There’s  an  empty 
hole  in  all  of  them  because  they  are  not  getting  the  sup- 


port and  affection  they 
need  from  their  parents. 
One  or  both  parents  are 
constantly  drunk  or 
thinking  about  drinking. 
Nonalcoholic  parents  are 
busy  coping  with  the  al- 
coholic. No  one  is  think- 
ing about  the  child.” 

True  recovery  from  al- 
coholism does  not  in- 
volve just  the  alcoholic,  agreed  counselors,  but  the  en- 
tire family. 

Initial  treatment  can  take  many  forms  — from  multi- 
day in-patient  programs,  to  daily  or  weekly  therapy  ses- 
sions — but  most  involve  some  type  of  family 
counseling. 

Local  phone  books  list  treatment  centers  and  pro- 
grams under  both  “alcohol”  and  “substance  abuse.”  Toll- 
free  numbers  which  offer  help  and  guidance  are  usually 
operated  by  treatment  centers.  Many  companies  offer 
Employee  Assistance  Programs  which  can  direct  em- 
ployees to  local  resources.  Local  hospitals  and  private 
physicians  can  also  provide  referrals. 

Many  programs  include  memberships  in  AA  for  the 
alcoholic  and  Al-Anon  for  family  members.  Both 
groups  offer  daily  meetings  across  the  country.  The  cor- 
nerstone of  the  free,  12-step  programs  is  group  support. 
Attendees  are  reassured  they  are  not  alone  in  their  strug- 
gle. 

New  AA  members  are  given  a sponsor,  someone  with 
at  least  a year’s  sobriety,  who  offers  them  support  and 
guidance  to  help  stop  them  from  turning  to  alcohol.  Al- 
Anon  offers  group  discussions  and  education  about  alco- 
holism and  its  effect  on  the  family,  which  helps 
nonalcoholics  deal  with  the  stress  and  feelings  brought 
on  by  their  loved  one’s  drinking  problem. 

According  to  Mahoney,  it  is  never  too  late  to  get  help 
for  problem  drinking.  He  has  counseled  people  in  their 
50s,  60s  and  even  70s  who  have  overcome  lifelong  sub- 
stance abuse  problems  and  are  now  leading  very  differ- 
ent lives. 

“It’s  like  a miracle  for  many  of  them,”  commented 
Mahoney.  “When  they  get  help  and  stop  drinking,  all 
kinds  of  positive  things  — new  jobs  or  careers,  new  rela- 
tionships, improved  relationships  — happen.” 

He  said  he  tells  his  clients:  “Whether  you  come  from 
Yale  or  jail,  anyone  can  get  sober.”  ^ 
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The  Way  I See  It 


Vision  implies  change.  Change  is  upon  us. 
We  are  better  off  to  participate  in  change  and  to 
help  shape  it  than  to  be  dragged  along  by  change. 
You  can  help  shape  the  future  and  make  it  better. 
You  know  your  job  better  than  anyone.  What  are 
your  ideas  for  improving  operations?  Share  them 
on  the  space  below  and  mail  this  according  to  the 
instructions  on  the  back  of  this  form,  postage  free. 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support 
staff,  and  family  members  are  encouraged  to  use 
this  space  to  voice  ideas  and  concerns.  If  you 
desire  a direct  response  to  your  comments  or 
suggestions,  please  include  your  name  and  ad- 
dress. Names  are  not  required. 


Teamwork:  Working  together  as  a team,  we 
can  accomplish  more  than  working  as  individuals. 
Share  your  vision  for  the  future  of  the  US  Army 


Recruiting  Command.  All  forms  are  mailed  to  and 
received  directly  by  the  USAREC  Chief  of  Staff, 
Fort  Knox,  Ky. 


HQ  USAREC  Fm  1825, 1 Jan  91 
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More  than  I thought  it  wao 


— First  sergeant's 
view  of  JRISS 

by  MSG  Tim  Joslln,  USflREC  JRISS  Guidance  Counselor 
SME 

cc:Mail  - Joslin,  Timothy 

As  leaders  we  are  always  looking  for  better,  more 
efficient  ways  to  accomplish  the  mission.  This  is 
true  no  matter  what  your  unit  of  assignment.  But 
the  above  statement  is  especially  true  within  the 
ranks  of  USAREC.  There  is  not  a day  that  goes  by 
that  someone  in  USAREC  doesn’t  come  up  with  a 
great  idea  on  how  we  can  do  our  jobs  as  recruiters 
more  efficiently  and  effectively. 

One  of  those  great  ideas  started  out  as  Recruiting 
2000,  an  Army  unique  program  designed  to  bring  auto- 
mation to  the  recruiting  force  (see  “JRISS  History”  in 
the  November  1996  RJ).  After  presenting  the  Army  pro- 
posal to  the  Department  of  Defense  it  became  apparent 
that  all  of  the  military  services  could  use  this  modern- 
ization. With  all  of  the  military  on  board,  what  was  Re- 
cruiting 2000  changed  to  the  Department  of  Defense 
Joint  Recruiting  Information  Support  System  (JRISS). 

What  I Thought 

As  a first  sergeant,  I could  see  where  JRISS  would  as- 
sist the  recruiters  with  accomplishing  the  mission  and  at 
the  same  time  free  them  up  from  some  of  the  administra- 
tive workload.  I had  been  hearing  about  Recruiting 
2000  and  now  JRISS  for  the  past  four  years,  but  had 
seen  nothing  out  in  the  field  at  the  user  level. 

I could  not  understand  why  it  was  taking  so  long  to 
field  a program  that  everyone  from  the  recruiter  to  the 
senior  leadership  in  USAREC  said  they  wanted.  I mean, 
what  is  the  big  deal?  You  buy  some  laptop  computers, 
develop  some  compact  discs  to  give  the  sales  presenta- 
tion with,  train  the  recruiter  to  use  them  effectively,  and 
whamo!  all  done.  You  would  now  have  fully  automated 
technologically  advanced  recruiting  where  a recruiter 
could  go  into  anyone’s  house  anywhere  in  the  world, 
sell  them  on  joining  the  Army,  prescreen  them,  reserve 
a job  for  them,  and  slam  them  down  range  to  the  MEPS. 

Well,  I was  not  far  off  on  the  concept  and  what  the 
ultimate  vision  of  the  command  was,  but  my  thoughts 


on  the  ease  of  development  and  the  time  needed  to  field 
JRISS  could  not  have  been  more  wrong. 


What  I Now  Know 

As  a new  member  of  the  JRISS  team,  I have  had  my 
eyes  opened  and  now  know  why  the  field  force  does  not 
have  this  amazing  tool  in  their  hands  yet.  This  project  in- 
volves all  of  the  services  working  together  to  come  up 
with  a recruiting  information  support  system  that  every- 
one can  use  while  still  maintaining  our  service-unique 
requirements.  Everything  that  is  done  on  the  JRISS  pro- 
ject is  reviewed  and  then  approved  or  disapproved  by 
each  of  the  12  recruiting  components  of  the  Department 
of  Defense.  That  is  a major  undertaking  and  time  drain 
— but  the  NCOs  in  the  project  office  from  all  the  serv- 
ices are  pushing  hard  to  get  agreement. 

There  are  three  developments  being  conducted  at  the 
same  time:  P-1,  P-2,  and  P-3.  The  P-1  development 
starts  at  the  user  (recruiter)  level  and  involves  the  com- 
puter accomplishing  (with  your  help)  all  of  the  adminis- 
trative functions  currently  required  at  the  field  recruiter 
level,  as  well  as  multi-media  sales  presentations  (see 
“Leads,  Leads,  and  More  Leads”  in  the  November  RJ). 
Another  part  of  the  P-1  is  the  station  commander  func- 
tions. With  the  development  of  JRISS,  the  station  com- 
mander will  become  fully  automated  to  the  point  that 
the  computer  will  maintain  and  roll  up  all  of  the  data 
needed  for  end  of  month  reports  and  transfer  it  automat- 
ically to  the  company  headquarters. 

The  P-2  development  involves  guidance  counselor 
and  operations  functions  (see  “A  Guidance  Counselor 
Terminal”  in  this  issue).  ARADS  is  going  away  and  the 
P-2  team  is  responsible  for  developing  its  replacement. 
This  replacement  program  will  have  the  capability  to  in- 
terface with  the  MEPCOM  Integrated  Resource  System 
(MIRS),  the  program  that  replaced  Systems  80.  The  RE- 
QUEST System  will  also  receive  upgrading  in  an  effort 
to  make  it  more  efficient  and  user  friendly. 
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The  initial  goal  is  to  have  the  entire  packet  sent  to  the 
MEPS  electronically  for  the  guidance  counselor  to  use 
in  the  enlistment.  Also,  the  guidance  counselor  shops 
will  be  receiving  JRISS  hardware  in  December  1997 
with  a new  Guidance  Sales  software  package  that  en- 
hances their  capability  until  the  JRISS  software  in  ready 
in  late  FY  99.  The  long  range  vision,  sort  of  a JRISS  II 
or  III,  is  for  a recruiter  to  go  into  an  applicant’s  house 
and  walk  out  at  the  end  of  the  interview  with  a Pre-DEP 
Enlistment.  This  means  a job  is  guaranteed  for  that  ap- 
plicant with  a specific  time  period  designated  for  them 
to  complete  their  processing  at  the  MEPS  for  their  guar- 
antees to  remain  valid. 

The  P-3  development  involves  battalion  and  higher 
headquarters  staff  functions  separate  from  the  Opera- 


tions Section.  It  looks  at  streamlining  the  over  1,100 
computer  programs  that  drive  reporting  throughout  the 
command  and  how  to  link  it  all  to  the  JRISS  database. 
Doing  this  development  right  means  all  those  staff  and 
support  reports  get  lifted  off  the  recruiter’s  and  station 
commander’s  backs  — I vote  yes  on  that  one! 

Have  Patience — It’s  Worth  the  Walt 

As  you  can  tell,  JRISS  is  not  as  simple  as  some 
would  think.  What  I thought  it  was  and  what  it  really  is 
are  relatively  close  in  comparison,  but  the  development 
process  of  this  project  is  much  more  involved.  Every- 
thing that  the  field  force  could  want,  that  is  critical  to 
writing  that  contract,  is  being  built  into  JRISS. 

Have  patience,  it  is  worth  the  wait.  ^ 


The  Special  Missions 

Challenge 

— Different  processes  to  unite 


by  SFC  Gary  Kohnstamm.  USAREC  JRISS  AMEDD  SME 

cc:Mail  - Kohnstamm, Gary 

Note:  It  is  strongly  recommended  that  you  read 
“Leads,  Leads,  and  More  Leads”  in  the  November 
1996  Recruiter  Journal  before  reading  this  article 
to  better  understand  the  overall  JRISS  Manage 
Leads  Module  development. 

JRISS  Special  Missions 

JRISS  Special  Missions  include  AMEDD,  chaplain, 
OCS,  WOFT,  and  technical  warrant  officer  recruiting, 
each  with  its  own,  distinct  business  practice.  Further, 
each  Special  Missions  area  has  many  subcategories 
whose  business  practices  have  to  be  identified.  Within 
AMEDD  there  are  six  separate  corps  and  approximately 
32  different  programs  which,  while  they  have  generally 
the  same  business  practice,  have  their  own  unique  prac- 
tices. The  chaplain  recruiters  have  different  practices 
depending  on  the  denomination  of  the  clergy  that  they 
are  contacting.  In  addition,  OCS,  WOFT,  and  technical 
warrant  officer  recruiting  have  their  own  unique  busi- 
ness practices,  depending  on  command  policy. 

To  include  Special  Missions  in  JRISS,  each  separate 
business  practice  has  to  be  identified,  reviewed,  and  a 


There  are  so  many  possi- 
bilities available  because 
of  today’s  technology.  The 
JRISS  team  is  committed 
to  developing  a system 
recruiters  will  want  use. 

determination  made  as  to  whether  or  not  the  business 
practice  is  still  valid  or  if  changes  need  to  be  made,  basi 
cally  “cleaning  up  the  process”.  Many  hours  of  review 
and  coordination  of  the  processes  with  the  subject  mat- 
ter experts  from  each  Special  Missions  branch  must  be 
conducted.  Once  completed,  the  USAREC  business 
practices  need  to  be  compared  with  the  other  recruiting 
services,  primarily  the  Navy  and  Air  Force,  to  look  at 
business  practices  and  see  if  a more  common  practice 
can  be  developed.  This  is  done  by  working  through 
Joint  Application  Development  (JAD)  sessions  with  the 
other  services.  The  possibility  exists  that  the  business 
practices,  as  we  know  them,  could  change  to  accommo- 
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date  a more  common,  joint  way  of  doing  business.  It's  a 
slow,  tedious  process,  but  when  the  system  is  fielded,  it 
should  be  user-friendly  with  a common  sense  approach. 

An  Enlisted  Base 

As  with  the  enlisted  leads  module,  the  Special  Mis- 
sions leads  module  is  being  developed  for  the  recruiter/ 
station  commander.  In  order  to  keep  consistency  within 
USAREC  and  to  minimize  expenditures,  the  Special 
Missions  screen  views  will  be  designed  using  the  en- 
listed screens  as  a base.  The  majority  of  the  information 
that  is  collected  on  a lead,  prospect,  or  applicant  is  per- 
sonal information  that  is  common  for  everyone.  By 
identifying  the  professional  information  that  is  required 
for  officers  and  warrant  officers,  space  can  be  provided 
for  data  entry  within  the  Manage  Leads  Module. 

Management  Is  a Bit  Different 

Special  Missions  management  differs  from  the  en- 
listed mission,  because  many  of  our  Special  Missions 
recruiters  are  also  their  own  station  commanders.  A de- 
termination will  be  made  for  each  mission  as  to  who 
will  set  the  distribution  parameters  for  new  leads.  Distri- 
bution parameters  are  set  to  tell  the  JRISS  data  base 
who  gets  which  leads  based  on: 

1)  the  mission  type, 

2)  Zip  Code, 

3)  assigned  schools,  and/or 

4)  assigned  TPUs. 

Normally  the  station  commander  would  set  the  distri- 
bution parameters,  but  in  a one-man  situation,  it  might 
be  that  the  health  care  recruiting  team  leader  (HCRT), 
company  leadership  team  (CLT),  or  battalion  leadership 
team  (BLT)  would  set  the  parameters.  Again,  this  is  just 
one  of  the  many  situations  that  will  be  addressed  during 
the  development  of  this  system. 

The  Row  of  Leads 

The  main  concept  of  how  the  leads  module  would 
work  involves: 

1)  the  “top  of  the  system,”  which  is  the  JRISS  data 
base, 

2)  the  person  responsible  for  setting  the  distribution 
parameters,  and 

3)  the  recruiter’s  laptop  computer. 

A good  scenario  for  the  flow  of  a lead  would  be  as 
follows. 

Someone  calls  one  of  the  Army  “800”  numbers  for 
information  on  being  an  Army  nurse.  The  operator  at 
the  fulfillment  center  asks  specific,  scripted  questions  to 
gather  as  much  information  as  possible  from  the  lead  to 
determine  which  recruiter  would  receive  the  lead.  The 
lead  says  they  are  interested  in  the  Army  Nurse  Corps, 
active  duty,  and  lives  in  New  York.  When  the  Army 
health  care  recruiter  who  works  that  specific  Zip  Code 
in  New  York  for  Army  nurses,  active  duty,  dials  into  the 


system,  the  lead’s  informa- 
tion will  automatically  be 
downloaded  into  the 
recruiter’s  system. 

This  process  will  work 
much  like  the  current  leads 
system,  except  that  the  lead 
electronically  will  be  sent  to  the  recruiter  within  24 
hours.  A screening  of  leads  will  be  done  to  try  to  elimi- 
nate duplicate  and  bogus  leads  before  being  sent  to  the 
recruiter. 

Using  Lists 

Another  key  feature  of  the  JRISS  Manage  Leads 
Module  is  the  “Lists”  tab.  Lists  will  replace  the  current 
LRLs  as  we  know  them.  All  leads  are  handled  in  a data- 
base and  queried  as  needed  to  provide  lists  much  like 
the  LRLs  do  now.  For  instance,  a download  is  made 
from  Army  Reserve  Personnel  Center  (ARPERCEN)  to 
JRISS  of  all  of  the  officers  in  Army  Medical  Depart- 
ment (AMEDD)  and  Chaplain  Corps  in  the  Individual 
Ready  Reserve  (IRR).  Based  on  the  distribution  para- 
meters, the  database  will  be  distributed  by  corps  by  Zip 
Code  to  the  appropriate  recruiter. 

The  recruiter  can  now  create  one  or  more  lists  to  help 
identify  and  manage  each  lead.  An  example  would  be  a 
chaplain  recruiter  who  wants  to  keep  a separate  list  for 
each  faith  group  that  they  recruit  for  or  for  the  critical 
mission  faith  groups.  By  setting  up  a query,  the  recruiter 
can  create  a list  of  just  Roman  Catholic  or  Jewish  chap- 
lains. With  this  capability,  the  recruiter  can  look  at  only 
the  leads  needed  for  immediate  prospecting.  Another 
capability  is  that  a health  care  recruiter  can  query  all  of 
the  nurse  anesthetists  or  oral  surgeons  in  the  IRR  who 
meet  prospecting  requirements.  This  capability  to  query 
specific  leads  will  be  available  for  any  lead  type  in  the 
database. 

Lead  lists  received  from  outside  sources  such  as  semi- 
naries, medical  schools,  dental  schools,  nursing  schools, 
or  any  other  college  or  university,  if  provided  to  JRISS, 
can  be  entered  at  the  top  of  the  system  and  sent  to  the 
responsible  recruiter. 

Other  JRISS  Benefits 

Multimedia  for  each  Special  Mission  will  allow  the 
recruiter  to  have  immediate  access  to  a high-tech  video 
and  audio  presentation  for  their  specific  need.  Messages 
via  cc:Mail  to  each  recruiter  will  permit  management  in- 
formation to  flow  between  the  recruiter  and  higher  lev- 
els of  command,  giving  the  recruiter  the  ability  to  know 
about  changes  today. 

There  are  still  so  many  possibilities  available  because 
of  today’s  technology.  The  JRISS  team  is  committed  to 
developing  a system  recruiters  will  want  use.  Using  in- 
put we  receive  from  the  recruiter  and  station  command- 
ers, we  will  design  a system  that  is  user  friendly  and 
meets  the  needs  of  the  Special  Missions  recruiter.  S3 
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FY  97  Mission  Outlook 


F iscal  year  1996  was  a banner 
year  for  USAREC.  Everyone  is 

commended  for  a job  well  done. 

We  accessed  over  117,000  sol- 
diers for  the  Regular  Army  and 
Army  Reserve.  These  accomplish- 
ments were  made  possible  through 
the  selfless  work  of  our  recruiting 
force  of  over  6,300  men  and  women. 

Last  year  was  a milestone  year 
for  the  command.  We  accepted  all 
Army  Medical  Department  recruit- 
ing, incorporating  the  Army’s  six 
AMEDD  Corps: 

• Army  Nurse  Corps 

• Dental  Corps 

• Medical  Corps 

• Medical  Service  Corps 

• Army  Medical  Specialist  Corps 

• Veterinary  Corps 

Previously,  USAREC  recruited 

only  nurses  for  the  AMEDD.  To  ac- 
complish the  new  requirements,  we 
activated  an  AMEDD  detachment 
in  each  of  the  brigades.  They  not 
only  tackled  the  mission  with  great 
energy,  but  they  achieved  over  107 
percent  of  their  assigned  volume. 

Our  success  in  1996  will  prepare 
us  for  1997.  Great  challenges  face 
USAREC  this  year.  The  Army 
drawdown  has  stabilized,  but  the  re- 
cruiting requirement  for  quality 
men  and  women  will  increase. 

First,  the  command  will  be  re- 
cruiting for  22.2  percent  more  appli- 
cants this  year  for  the  Regular 
Army,  which  is  16,300  greater  than 
last  year.  This  requirement  is  to 
help  the  Regular  Army  meet  its  pro- 
jected FY  97  endstrength  of 
495,000. 

The  mission  increase  is  attributed 
to  several  factors.  The  drawdown  is 
now  over,  and  every  loss  must  now 
be  replaced  to  maintain  Army  end- 


strength.  Changes  in  reenlistment 
policies  during  the  last  few  years 
caused  more  soldiers  to  approach 
their  ETS,  reenlistment,  and/or  re- 
tirement points  during  1996  and 
1997. 

Second,  while  USAREC ’s 
USAR  mission  for  FY  97  is  about  8 
percent  less  than  last  year,  the  task 
will  still  be  a formidable. 

Last  year  the  command  acquired 
the  responsibility  for  AMEDD  re- 
cruiting; this  year  USAREC  begins 
its  tenure  as  the  USAR  proponent 
for  chaplains.  Once  the  responsibil- 


ity of  the  Chief  of  Chaplains, 
USAREC  now  has  the  task  of  re- 
cruiting 117  chaplains,  encompass- 
ing all  faith  groups  and 
backgrounds. 

The  figure  below  shows  the  en- 
tire USAREC  mission  for  FY  97.  It 
is  equivalent  to  an  Army  Corps. 

The  USAREC  team  will  be  success- 
ful in  FY  97  because  of  the  dedica- 
tion, perseverance,  commitment, 
and  skill  of  our  recruiting  force. 

Our  Army  is  counting  on  us  to 
Provide  the  Strength. 


Regular  Army  Mission 

Enlisted 

89,700 

Band 

-180 

Reserve  Officer  Training  Corps 

4,285 

Special  Forces  (Enlisted) 

1,500 

Technical  Warrant  Officer 

688 

Army  Medical  Department 

575 

Special  Forces  (Officer) 

335 

Warrant  Officer  Flight  Training 

158 

Officer  Candidate  School 

50 

1 60th  Special  Operations  Aviation  Regiment 

TBD 

(FY  96  was  200) 

Total 

97,291 

US  Army  Reserve  Mission 

Enlisted 

43,050 

Army  Medical  Department  Activity 

1,360 

Technical  Warrant  Officer 

452 

Chaplain 

117 

Total 

44,979 

Command  Total 

142,270 
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Lights  on 
For  Life  Day 

December  20 


Safety 


In  the  last  decade, 
progress  has  been  made 
in  reducing  motor  vehicle 
deaths  and  injuries 
caused  by  drivers  under 
the  influence  of  alcohol 
or  drugs. 

Alcohol-related  crashes  still 
claim  almost  17,500  lives  annu- 


ally and  a third  of  the  victims  are 
under  25  years  of  age.  This  re- 
mains a leading  cause  of  death  for 
teenagers  and  young  adults. 
Alcohol-related  crashes,  injuries 
and  fatalities  cost  society  at  least 
$46  billion  in  lost  productivity, 
medical  costs,  property  damage 
and  other  direct  expenditures. 

— alcohol-related  crashes 
still  claim  17,500  lives. . . 


Over  $5  billion  of  these  costs  was 
for  health  care. 

December  has  been  designated 
National  Drunk  and  Drugged 
Driving  Prevention  Month  (3D 
Month)  spearheaded  by  a 3D  Coa- 
lition. This  Coalition  is  comprised 
of  government  agencies,  private 
and  public  sector  organizations 
and  grassroots  groups.  The  ulti- 
mate goal  of  this  effort  is  to  save 
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that  would  otherwise  be  lost  due 
to  impaired  driving. 

A Presidential  Proclamation 
signed  in  1982  designated  the 
second  week  of  December  as,  “Na- 
tional Drunk  and  Drugged  Driving 
(3D)  Awareness  Week.”  This  action 
was  due  to  a joint  resolution  issued  by 
the  Congress  of  the  United  States. 

The  week  was  observed  each 
year  through  1991.  In  1992,  3D 
Week  evolved  into  3D  Month  due  to 
the  growing  interest  and  participation 
of  many  groups  in  3D  activities.  Each 
year  since  then,  the  month  of  December 
is  designated  as  National  3D  Month. 

USAREC  joins  3D 

The  US  Army  Recruiting 
Command  is  joining  this  national 
movement  by  taking  a stand 
against  impaired  driving.  You  to 
can  take  a stand.  Taking  a stand 
is  simple  and  there  are  lot  of  ways 
to  do  it.  First  of  all,  don’t  drink 
and  drive.  Never  serve  alcoholic 
beverages  to  anyone  under  21.  If 
you  drink,  always  plan  ahead  and 
designate  a non-drinking  driver. 

Holiday  parties 

If  you  are  having  a party  this 
holiday  season,  be  a responsible 
host.  Serve  your  guests  high  pro- 
tein food  and  a choice  of  drinks, 
not  just  alcohol.  All  kinds  of  fruit 
juices,  non-alcoholic  punches,  cock- 
tails, tea,  coffee,  and  soft  drinks 
for  instance.  Control  the  amount 
of  alcoholic  beverages  served  — no 
open  bars.  Ask  alcohol-impaired 
guests  to  stay  overnight  or  call  a 
cab  to  assure  them  a safe  ride 
home.  Take  away  the  keys  from  an 
impaired  guest. 

Impaired  drivers  at  night 

Drinking  and  driving  is  a 
dangerous  combination  for  any- 
one, anytime,  anyplace.  Being  able 
to  spot  drunk  drivers  may  keep 
you  or  someone  else  from  being 
killed  or  injured.  The  20  cues 
listed  here  are  the  best  ones  for 
spotting  nighttime  drunk  drivers 
from  the  sober  drivers.  They 
account  for  more  than  90  percent 
of  all  DWI  detections. 


Twenty  cues 

o Turning  in  a wide  radius, 
o Straddling  center  of  lane 
marker. 

o Appearing  to  be  drunk, 
o Almost  striking  an  object  or 
vehicle, 
o Weaving, 
o Driving  on  other  than 
designated  roadway, 
o Swerving. 

<>  Speed  more  than  10  mph 
below  limit. 

o Stopping  without  cause  in 
traffic  lane. 

o Following  too  closely, 
o Drifting. 

o Tires  on  center  or  lane 
marker. 

o Braking  erratically, 
o Driving  into  opposing  or 
crossing  traffic, 
o Signaling  inconsistent  with 
driving  actions. 

o Slow  response  to  traffic  sig- 
nals. 

o Stopping  inappropriately. 

o Turning  abruptly  or  illegally. 

<>  Accelerating  or  decelerating 
rapidly. 

o Headlights  off. 

Lights  for  life 

The  1996  National  Holiday 
Lifesaver  Weekend,  December 
20-22,  will  be  kicked  off  by, 
“Lights  on  for  Life,”  events  across 
the  nation.  For  the  third  year  in 


a row,  Americans  will  be 
encouraged  to  turn  their,  “Lights 
on  for  Life,”  by  driving  with  their 
vehicle  headlights  on  throughout 
Friday,  December  20.  This  in  re- 
membrance of  those  who  have 
been  killed  or  injured  in  alcohol- 
involved  crashes. 

During  the  National  Holiday 
Lifesaver  Weekend,  state,  and 
provincial  law  enforcement 
agencies  will  focus  their  efforts  on 
public  safety  on  the  nation’s  high- 
way. They  will  be  helping  the 
motoring  public  by  taking  action 
to  reduce  impaired  driving,  en- 
dorsing the  use  of  seat  belts  and 
child  restraints,  and  aggressively 
enforcing  speed  laws. 

A key  element  in  attracting 
national  attention  is  the  program 
planner  that  your  office  can 
obtain  by  faxing  the  National 
Commission  Against  Drunk 
Driving  at  (202)  223-7012.  It 
contains  a background  and 
resource  guide,  state  and  local 
initiatives,  editorials,  and 
proclamations  and  camera-ready 
artwork  to  assist  communities 
and  organizations  in  the 
successful  execution  of  their 
impaired  driving  initiatives. 

For  further  information  on 
National  Drunk  and  Drugged 
Driving  (3D)  Prevention  Month, 
contact  the  National  Commission 
Against  Drunk  Driving  at  (202) 
252-6004  or  National  Highway 
Traffic  Safety  Administration  at 
(202)  366-6976. 

by  Mickey  Gattis,  USAREC  Safety 
Manager 


National  Drunk 
and  Drugged 
Driving  3D 
Prevention  Month. 
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Technical  Warrant 
Officer  Recruiter  Update 

he  new  USAREC  Reg  350-11  is 
now  in  the  October  1996,  Issue  Y, 
Recruiting  Brigade  and  Battalion  Op- 
erations Update.  There  has  been  con- 
cern with  errors  and  the  time  needed 
for  corrections  in  processing  warrant 
officer  applications. 

Performance  review  between  the 
TWOR  and  their  supervisor  is  the 
method  used  to  establish  command  and 
control  of  the  USAR  TWO  production. 

The  requirement  for  when  PR  is  to  be 
conducted  is  in  UR  350-11,  para  7-2. 
The  USAR  operations  officer  or  NCO 
has  this  opportunity  in  providing  orders 
and  guidance  towards  TWO  production 
and  to  continuously  evaluate  prospect- 
ing, processing  activities  of  applicants, 
and  the  TWOR  management  book. 

The  supervisor’s  processing  list 
should  mirror  that  of  the  TWOR.  The 
processing  list  should  have  an  updated 
status  on  applicants  processing,  to  in- 
clude what  is  needed  to  complete  the 
application.  A secondary  purpose  is  to 
give  guidance  concerning  recruiting  op- 
erations, administration,  and  logistics 
support. 

Quality  Control 

A number  of  APFT  tests  have  expired 
prior  to  the  DA  board,  meaning  10  and 
12  months  have  passed  since  the  APFT 
was  administered.  Your  applicants  are 
required  to  take  the  APFT  once  they 
arrive  at  Fort  Rucker,  Ala. 

Top  Brigade  Technical 
Warrant  Officer  Producer 

Congratulations  to  the  following 
technical  warrant  officer  recruiters  for 
submitting  the  highest  number  of  quali- 
fied warrant  officer  applications  in  FY 
96. 

SFC  Daniel  Romanchik,  Baltimore 

SFC  Johnny  Miller,  Raleigh 

SFC  Robert  Walters,  Columbus 

SFC  Theodore  Brown,  St.  Louis 

SSG  John  Parks,  Southern  Calif. 


The  Chief  of  Staff  of  the  Army  Re- 
cruiter of  Excellence  was  earned  by  the 
following  technical  warrant  officer  re- 
cruiters for  submitting  six  or  more  quali- 
fied warrant  officer  applications  during 
the  period  Jun.  - Sept.  FY  96. 

SFC  Jerome  Solomon,  Philadelphia 
SFC  Daniel  Romanchik,  Baltimore 
SFC  Dale  Shannon,  New  England 
SFC  Johnny  Miller,  Raleigh 
SFC  Robert  Walters,  Columbus 
SSG  Kimberly  Fegreus,  Great  Lakes 

Chaplain  Recruiting 
Update 

The  chaplains  have  been  given  their 
first  official  recruiting  mission.  The 
USAR  chaplain  mission  for  FY  97  is 
117.  This  number  is  split  between  chap- 
lains (55)  and  chaplain  candidates  (62), 
the  two  programs  for  which  USAREC 
is  responsible. 

The  number  is  further  delineated  by 
faith  group:  Roman  Catholic  (14,  7/7), 
Muslim  (1, 1/0),  Jewish  (2, 1/1),  Ortho- 
dox (2,  1/1),  Protestant  (Infant  Baptiz- 
ers)  (36,  17/19),  and  Protestant 

(Non-Infant  Baptizers)  (62, 28/34).  Ad- 
ditionally, the  Deputy  Chief  of  Staff  for 
Personnel  has  placed  a goal  of  not  less 
than  8 percent  of  the  accessions  be  fe- 
male. By  the  time  this  goes  to  print,  the 
brigades  will  have  their  individual  mis- 
sions and  will  be  well  on  their  way  to 
accomplishment. 

Last  month,  the  Recruiter  Journal 
reported  the  change  to  chaplain  recruit- 
ing, which  placed  the  individual  recruit- 
ers under  the  brigades.  This  month,  the 
headquarters  element  of  chaplain  re- 
cruiting has  been  affected  by  reengi- 
neering. Chaplain  recruiting  is  now  its 
own  branch  under  the  Special  Missions 
Division,  part  of  the  Recruiting  Opera- 
tions Directorate.  This  will  affect  how 
messages  to  the  field  will  be  distributed, 
and  changes  the  directorate  responsible 
for  taskings. 


Chaplain  recruiting  continues  to  get 
inquiries  and  referrals  from  field  re- 
cruiters. These  enhance  our  ability  to 
reach  into  the  community  and  are 
greatly  appreciated.  The  Chaplain  Re- 
cruiting Branch  has  prepared  a brief  ref- 
erence sheet  that  we  will  fax  to  any 
recruiter  who  requests  it.  For  referrals, 
questions,  or  information,  call  the 
USAR  Chaplain  Recruiting  Branch  at 
1-800-223-3735,  ext.  6-0435/6-0702. 

Is  Your  Next  Recruit 
Your  Next  Door 
Neighbor? 

Melanie  Yates  is  a dedicated  member 
of  the  USAREC  family  and  a civilian 
employee  with  the  Chaplain  Recruit- 
ing Branch  of  the  Recruiting  Opera- 
tions Directorate.  This  is  her  account 
of  the  referral  she  made  to  the  USAR. 

Belinda  Jones  was  “bored”  and  said 
her  “life  was  going  nowhere.”  She  was 
33  at  the  time  and  turned  34  the  day  after 
passing  her  MEPS  physical.  She  had 
recently  been  working  to  get  in  good 
physical  condition.  She  had  joined  a 
health  club  and  lost  mega  pounds.  The 
health  club  is  currently  working  to  get 
her  “ready  for  basic  training.” 

She  is  my  neighbor  and  we  often 
walk  together  in  the  evenings.  I knew 
she  had  pursued  a paralegal  degree,  but 
was  doing  nothing  with  it,  since  she  did 
not  enjoy  the  attorney’s  office  atmos- 
phere. 

She  unwillingly  went  back  to  her  bor- 
ing job  as  a librarian.  I asked  her  if  she 
had  ever  considered  doing  paralegal 
work  with  the  Army  Reserve.  She  said, 
“No,  but  hey,  why  don’t  you  find  out 
what  I could  do?” 

I called  the  Radcliff  Recruiting  Sta- 
tion after  learning  that  there  was  a 71D 
(paralegal)  slot  available  at  Fort  Knox, 
Ky.  I gave  the  recruiting  station  her 
name  and  other  information. 

She  asked  my  opinion  on  whether  or 
not  to  do  it.  I said,  “Where  else  can  you 
go  for  fun,  travel,  and  adventure?  With 
the  Army  Reserve,  you  can  keep  your 
present  lifestyle  and  still  have  a piece  of 
another  one!” 
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Adam  Shackleford  looks  on  as 
SGT  Paul  Hebert  provides  accom- 
paniment on  the  electric  piano.  A 
15-year-old  Whitley  County  High 
School  student  and  an  acccom- 
plished  pianist,  Shackleford  got 
the  feel  of  the  keyboard  during  a 
short  intermission  of  the  Corbin, 
Ky.  NIBROC  Fun  Fest.  The  youth 
later  provided  music  for  parade- 
goers  from  a grand  piano  in  the 
window  of  the  local  music  store. 


Army  band 
rocks  Corbin 
(Ky.)  during 
Nashville 
Battalion  TAIR 
event 

Story  and  photo  by  Lee  Elder, 
Nashville  Battalion  A&PA 

■ Army  musicians  brought  the 
sounds  of  Dixieland  to  the 
mountains  of  eastern  Kentucky 
during  Corbin’s  annual  NIBROC 
Fun  Fest. 

Seven  members  of  the  Fort 
McPherson,  Ga.-based  214th  Army 
Band,  better  known  as  the  U.S. 
Army  Field  Band,  performed  during 
two  outdoor  concerts  on  Friday 
night  and  Saturday.  Later,  they 


serenaded  onlookers  from  a flatbed 
truck  in  the  parade  through  down- 
town, the  finale  to  the  two-day  cele- 
bration. 

The  term  “NIBROC”  is  a back- 
wards spelling  for  this  rural  commu- 
nity’s name. 

Some  25,000  participants  heard 
the  soldiers’  renditions  of  “Tiger 
Rag,”  “Sweet  Georgia  Brown,”  and 
a myriad  of  other  tunes  reminiscent 
of  New  Orleans  jazz. 

SFC  John  Provost,  Corbin  Army 
Recruiting  Station  commander, 
originally  submitted  a Total  Army 
Involvement  in  Recruiting  request 
for  a marching  band. 

“We  have  been  trying  to  get  an 
Army  band  in  the  NIBROC  parade 
for  the  past  two  years,”  Provost  re- 
called. 

“The  folks  here  have  been  disap- 
pointed up  until  now.” 

Media  coverage  of  the  band  in- 
cluded a 12-minute  segment  of  the 


Friday  evening  concert  on  the  local 
cable  access  television  channel. 
They  were  then  featured  on  the 
front  page  of  the  local  newspaper 
Saturday. 

The  most  enthusiastic  Dixieland 
fans  were  members  of  Corbin’s  sen- 
ior citizen  community. 

Provost  nodded  toward  the  sen- 
iors gathered  on  park  benches  and 
said  how  pleased  he  was  to  see 
these  “older  people.” 

“You  can  talk  to  kids  up  and 
down  the  street  all  day  and  get  noth- 
ing,” Provost  explained. 

“I’ll  guarantee,”  he  said  motion- 
ing again  toward  the  crowded 
benches,  “that  within  a week  or  two 
someone  will  come  into  the  office 
that  one  of  these  folks  talked  to.” 

“Recruiters  don’t  pay  enough  at- 
tention to  these  older  Americans,” 
Provost  stated. 

“They  are  where  you  get  good 
leads,”  he  added. 
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Recruiters 
lend  helping 
hand 

By  Ann  Bild,  St.  Louis  Battalion 
A&PA 

■ For  five  mornings  one  week  this 
summer,  recruiters  took  off  their 
recruiter  hats  and  donned  mentor 
hats  to  co-sponsor  Camp  Forward 
Bound,  a unique  day  camp  for  high 
school  students  in  the  Champaign- 
Urbana  (111.)  area. 

According  to  SFC  Herbert 
Burnett,  Champaign  station  com- 
mander, recruiters  received  the  re- 
quest for  help  in  setting  up  the 
camp  from  Christie  Taube,  coordi- 
nator of  Education  for  Careers  and 
Professions  branch  of  the  Cham- 
paign Chamber  of  Commerce. 
Taube,  a guest  at  the  station’s  Cen- 
ter of  Influence  function  in  April, 
was  impressed  with  the  Partners  in 
Education  and  the  community  pres- 
entation given  by  LTC  Marvin  W. 
Levy,  the  St.  Louis  Recruiting  Bat- 
talion commander.  Of  particular  in- 
terest to  her  was  that  Levy  offered 
using  Army  recruiters  as  mentors  to 
area  youth. 

Taube  had  an  idea  to  set  up  a day 
camp  for  Centennial  High  School 
students  to  give  them  some  practi- 
cal exercises  in  teamwork,  problem- 
solving. and  leadership.  She  needed 
help  working  out  the  curriculum, 
and  she  needed  knowledgeable  peo- 
ple to  help  run  the  camp. 

“Can  the  Army  help?”  Taube 
asked.  “Hoo-ah,  yes,  we  can,”  the 
recruiters  responded. 

Recruiters  helped  Taube  put  to- 
gether a five-day  training  plan  using 
group  exercises  taught  in  Army 
leadership  training.  Recruiters  also 
rounded  up  volunteers  and  equip- 
ment from  the  local  Army  Reserve 


unit.  The  chamber  of  commerce  so- 
licited local  businesses  to  provide 
food,  caps,  and  equipment  for  the  at- 
tendees. A few  adult  volunteers 
were  drawn  from  the  educational 
community  to  assist  the  soldiers. 

Recruiters  were  asked  to  be 
group  facilitators  and  work  hand-in- 
hand  with  the  adult  volunteers  to 
oversee  the  problem-solving 
groups. 

The  chamber  of  commerce  had 
originally  forecast  100  high  school 
attendees  for  the  camp.  This  was 
not  to  be,  according  to  Burnett,  be- 
cause camp  preparation  and  public- 
ity got  underway  too  late  in  the 
school  year.  Attendance  was  low 
the  first  day,  but  grew  to  average  40 
per  day  through  student  word-of- 
mouth  alone. 

High  school  students  from  fresh- 
men to  seniors  attended  the  camp. 
Some  were  recommended  by  their 
counselor,  some  noticed  the  flyers 
posted  at  their  high  school  and  ap- 
plied. “The  mix  of  ages  and  back- 


grounds wasn’t  a hindrance  at  all  — 
in  fact,  it  may  have  helped  contrib- 
ute to  the  success  of  the  camp. 
Natural  leadership  shows  up  in  all 
age  groups,”  said  SFC  Robert  C. 
Thomas,  a Champaign  recruiter 
who  was  instrumental  in  setting  up 
the  camp.  Thomas  termed  the  re- 
cruiters’ roles  as  group  facilitators 
as  one  of  “close  observations.” 

He  said,  “If  a lop-sided  leader- 
ship situation  developed  within  a 
group  that  we  were  observing,  we 
would  make  on-the  spot  correc- 
tions.” Group  exercises  ran  the 
gamut  from  Sergeant  Says  to  the 
Electric  Fence  to  the  group  Tug  of 
War  to  a litter  relay.  After  each  ex- 
ercise, the  groups,  with  the  help  of 
the  recruiters,  would  review  their 
problem-solving  sequence. 

Burnett  attributes  eight  contracts 
as  a result  of  the  camp. 

“I  wonder  if  the  Army  realizes 
how  this,  given  the  opportunity, 
could  catch  like  wildfire  across  the 
country,”  Taube  said. 


SFC  Robert  Thomas  conducts  the  Sergeant  Says  leadership  exercise  with  Centennial 
High  School  (III.)  students.  The  students  were  eliminated  from  the  exercise  as  they 
tested  their  listening  skills  during  Camp  Forward  Bound,  a community  project  co- 
sponsored by  the  Champaign,  III.,  recruiters.  (Photo  by  Abida  Johnson) 
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SFC  Diego  Reynoso,  Winston- 
Salem  (N.C.)  Recruiting  Station, 
presents  the  first-place  trophy  to 
Alicia  Nunley,  age  11.  Alicia  repre- 
sented the  14th  Street  Recreation 
Center,  Winston-Salem. 

Recruiters 
judge  NFL’s 
punt,  pass, 
and  kick 
regionals 

Story  and  photo  by  Sara  Kirk, 
Raleigh  Battalion  A&PA 

■ Winston-Salem  (N.C.)  recruiters 
were  on  hand  as  judges  and  scorers 
for  more  than  50  young  people, 
ages  8 to  15,  who  participated  in  the 
NFL’s  annual  punt,  pass,  and  kick 
citywide  regionals. 

SFC  Curtis  Curry,  SSGs  Susan 
Christy,  Alton  Croslin  Jr.,  Diego 
Reynoso,  and  Michael  Vesley,  and 
SGT  Gregory  Komegay  shared 
their  football  skills  with  the  young 
athletes  competing  at  Winston- 
Salem’s  Carver  High  School.  The 
competition  was  spirited,  and  in 
some  categories,  first  and  second 
place  were  nearly  too  close  to  call. 

“ I felt  good  being  out  there,” 
Komegay  said.  “Helping  youth  as 
they  mature  is  what  it’s  all  about.” 


“The  NFL  started  this  program 
back  in  the  ’70s,”  said  Art  Blevins, 
director  at  the  Haines  Hosiery  Rec- 
reation Center  and  convener  of  the 
regional  competition. 

“This  is  the  second  year  recruit- 
ers have  helped  us.  They  are  a great 
bunch  of  guys.” 

“This  was  my  first  year  helping,” 
Vesley  said.  “They  (the  athletes) 
were  young,  but  showed  talent  and 
enthusiasm.  I enjoyed  working  with 
them.” 

The  playing  field  was  leveled 
this  year  for  the  girls  to  enter  the 
competition  with  their  own  divi- 
sion. They  performed  well  in  each 
category,  not  having  to  look  over 
their  shoulders  at  the  boys. 


Christy  said  she  was  pleased  to 
see  the  interest  and  healthy  competi- 
tive spirit  of  the  girls. 

“Those  young  girls  were  such  an 
inspiration  to  me,”  Christy  said. 
“Not  being  afraid  to  compete  at  this 
early  age  with  their  male  counter- 
parts was  great.” 

Although  the  competition  began 
during  and  lasted  through  priority 
“red  time,”  recruiters  had  no  com- 
plaints. 

“We  took  time  from  our  recruit- 
ing duties,  but  it  was  worthwhile 
time  spent,”  Reynoso  said.  “As  they 
(the  athletes)  get  older,  they  may 
not  remember  our  names,  but  they 
will  remember  those  soldiers  who 
took  time  out  to  be  with  them.” 


■ Recruiting  Support  Battalion’s  cinema  van  makes  first-ever  visit  to 
the  U.S.  Army  Recruiting  and  Retention  School,  Fort  Jackson,  S.C.  All 
Recruiting  and  Retention  School  classes  visited  the  van.  COL  Wayne 
Stephens,  commandant,  thanks  SFC  Thomas  Balash  and  SSG  Denise 
Graves,  cinema  van  exhibitors.  (Photo  by  SPC  Theresa  O'Hagan-Opsahl) 
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■ DEP  soldier  Marcelina 
Burciaga  of  San  Antonio 
receives  a promotion  cer- 
tificate to  E-2  from  retired 
MG  Bill  McClain,  former 
Army  chief  of  public 
affairs,  during  a pre-game 
ceremony  at  the  Spurs/ 
76ers  game  at  the  Alamo- 
dome.  Burciaga  was 
among  30  DEP/DTP  sol- 
diers from  San  Antonio 
Battalion  promoted  dur- 
ing the  ceremony,  which 
honored  those  soldiers 
who  referred  two  or  more 
of  their  friends  or  acquain- 
tances to  enlist  in  the 
Army.  These  future  sol- 
diers will  enter  basic  train- 
ing at  the  higher  rank. 
(Photo  by  Rudy  Flowers ) 


GEN 

Shalikashvili 

meets  with 
recruiters 

Story  and  photo  by  Liz  Warnke, 
New  England  Battalion  A&PA 

■ The  Chairman  of  the  Joint 
Chiefs  of  Staff  attended  a breakfast 
meeting  with  representatives  from 
the  Army,  Navy,  Air  Force,  and 
Marine  recruiting  commands 
November  8 in  Brunswick,  Maine. 

GEN  John  M.D.  Shalikashvili 
identified  the  northeast  as  the 
toughest  region  in  which  to  recruit, 
but  emphasized  the  importance  of 
recruiting  high-quality,  enthusias- 
tic people  capable  of  operating 
high-tech  military  equipment. 

“I  can  look  you  in  the  eye  and 
tell  you  unequivocally  that  we 


have  the  best  military.  It’s  not  be- 
cause we  have  the  best  planes.  It’s 
because  of  the  people  you  put  in,” 
said  Shalikashvili. 

LTC  Hilary  H.  Evers  III,  com- 
mander, New  England  Battalion, 
expressed  appreciation  that  the  gen- 
eral found  time  in  his  schedule  to 
meet  with  recruiters  and  listen  to 
their  concerns. 

Shalikashvili  questioned  the 
military  members  from  each  serv- 
ice on  quality  of  life  issues  such  as 
health  care,  pay,  housing,  and  edu- 
cation for  their  families.  As  he  trav- 
els throughout  the  country,  he 
meets  with  members  of  the  mili- 
tary and  listens  to  the  concerns 
they  have. 

Shalikashvili  was  in  the  area  to 
attend  the  launching  of  the  guided- 
missile  destroyer  Decatur  at  Bath 
Iron  Works,  Bath,  Maine. 

Before  leaving  the  breakfast 
meeting,  Shalikashvili  stressed  the 


importance  of  recruiters  to  the  mili- 
tary when  he  said,  “You  build  the 
real  force  — people.” 


GEN  John  M.  Shalikashvili, 
Chairman,  Joint  Chiefs  of  Staff, 
talks  with  New  England  Bat- 
talion recruiters  about  quality  of 
life  issues  such  as  health  care, 
pay,  housing,  and  education. 
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The  Test 


1.  What  are  the  two  methods  of  prospecting? 

a Telep  hone  and  face-to-face 
i>-  Area  . ‘ ass  and  telephone 

7a  ad  call-in 
ace  face  and  area  canvass 

2.  Possession  of  the  following  item  in  a recruiting  fa- 
cility or  government-owned  vehicle  is  permitted. 

a.  Knife  with  blade  no  longer  than  4 inches 

b.  Slingshot 

c.  Grenade 

d.  Riot  baton 

3.  Applicants  possessing  dual  citizenship  can  enlist  as 
both  citizen  and  alien. 

a.  True 

b.  False 

4.  Persons  with  1-151  cards  may  enlist  in  the  US 
Army. 

a.  True  b.  False 

5.  Prior  service  soldiers  separated  in  the  rank  of  E-5 
are  authorized  to  enlist  in  the  following  pay  grade. 

a.  E-3 

b.  E-4 

c.  Ineligible  to  enlist  without  a hard  copy  grade  deter- 
mination waiver. 

d.  E-5,  provided  PERSCOM  Enlistment  Inquiry  Sec- 
tion (EIS)  authorize  enlistment  in  that  grade;  E-4  if 
EIS  has  no  vacancies  in  soldier’s  MOS  at  the  rank  of 
E-5. 

6.  Which  of  the  following  is  not  a qualification  to 
participate  in  the  Hometown  Recruiter  Assistant 
Program? 

a.  Be  less  than  30  years  old 

b.  Have  a GED  or  above 

c.  Must  be  an  AIT  graduate 

d.  All  the  above 

7.  What  1995  USAREC  messages  are  required  to  be 
posted  to  every  recruiter’s  AR  601-210? 

a.  USAREC  messages  95-044  and  95-063 

b.  USAREC  messages  96-003  and  96-021 

c.  USAREC  messages  95-022  and  95-041 

d.  All  the  above 

8.  What  form  is  required  for  Boy  Scout  Eagles  to  be 
awarded  an  E-2  promotion? 

a.  NSC  page  19a 

b.  Local  council  promotion  certificate 

c.  Letter  from  senior  service  instructor  recommending 
promotion  to  E-2 

d.  Form  58-708 


9.  DOS  soldiers  who  return  from  1ADT  less  than  12 
months  on  ship-day  are  authorized  enlistment  in  pay 


a.  grade  currently  held  in  the  reserve  unit 

b.  grade  E-l 

c.  grade  held  at  time  of  released  but  not  less  than  E-2 

d.  grade  held  at  time  of  entry  into  the  delayed  status 

10.  DD  Form  370  is  valid  for . 

a.  three  months 

b.  four  months 

c.  six  months 

d.  Over  six  months  if  the  applicant  has  been  re- 
employed 

11.  Police  checks  are  required  for  prior  service  per- 
sonnel who  had  an  Article  15  during  their  last  enlist- 
ment. 

a.  True 

b.  False 

12.  ARPERCEN  reenlistment/extension  control  num- 
bers are  good  for of  IRR/TPU  transfers. 

a.  30  working  days 

b.  15  working  days 

c.  Two  weeks 

d.  10  working  days 

13.  When  applying  a dressing  to  an  open  abdominal 

wound  you  should . 

a.  Pickup  any  organs  lying  on  the  ground  and  place  on 
top  of  casualty’s  abdomen 

b.  Pick  organs  up  and  place  back  inside  abdominal 
cavity 

c.  Clean  dirt  and  foreign  objects  from  wound 

d.  Give  casualty  food  and  water 

14.  Which  hand  grenade  should  be  used  to  provide 
concealment? 

a.  M18  colored  smoke  grenade 

b.  AN  - M8  - HC  smoke  grenade 

c.  M34  - WP  smoke  grenade 

d.  M67  fragmentation  grenade 

15.  When  reporting  enemy  information  you  should 
remember  which  of  the  following  acronyms? 

a.  FEBA 

b.  METT-T 

c.  SALUTE 

d.  SPORTS 


(The  answers  to  this  month's  Test  cm  be 
found  on  the  Inside  back  cover.) 
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Salutes 


ATLANTA 

SFC  Joseph  Barrett 
SSG  Derrick  Taylor 
SFC  Allen  Jackson 
SFC  Allen  Simmons 
SFC  Maurice  Nowlin 
SSG  Phillip  Mays 
SSG  Robert  Frazier 
SSG  Olivia  Blount 
SGT  Myron  Horton 
SSG  William  Davis 
SSG  Bryan  Crutcher 
SSG  Calvin  Barnes 
SSG  Sonya  Santana 
BALTIMORE 
SSG  Linwood  Walker 
BECKLEY 
SSG  Garry  Cole 
SSG  Lefty  Smith 
SSG  Ronald  Banks 
CHICAGO 

SFC  Stephen  Northrop 

COLUMBUS 

SGT  Jeffery  Cravens 

DALLAS 

SSG  Adrienne  Powell 

DENVER 

SFC  David  Espinoza 
GREAT  LAKES 
SFC  Joel  Lucas 
SSG  Randall  Martin 
HARRISBURG 
SFC  Joseph  Greene 
SSG  Mark  Sirianni 
INDIANAPOLIS 
SFC  Danny  Hornbeck 
SFC  Howard  Salter 
JACKSON 
SFC  Gregory  McSwain 
SSG  George  Stiles 
KANSAS  CITY 
SFC  David  Cundiff 
LOS  ANGELES 
SFC  Bruce  Smith 
MIAMI 

SFC  Deborah  Johnson 
SFC  Linda  Rivers 
SSG  Ceasar  Acevedo 
SSG  Conrad  Dobson 
SSG  Eduardo  Zayas 
SSG  Ricky  Clemenz 
SGT  Franklin  Cabrera 
SFC  Wilfredo  Castro 
SFC  Roberto  Sierra 
MINNEAPOLIS 
SSG  John  Dahl 
NASHVILLE 
SFC  D.  Whitehurst 
NEW  ENGLAND 
SSG  Patrick  Feeney 
SSG  Steven  Ross 
SFC  Terry  Dellinger 


SFC  James  Pellechia 
SSG  William  Harvey 
SFC  Gerald  Patten 
SFC  Ronald  Liberty 
NEW  ORLEANS 
SSG  Jerry  Toussaint 
SSG  Daniel  Vidis 
SSG  Isaiah  Grace 
SSG  Jeffrey  Miller 
NEW  YORK  CITY 
SSG  Terrance  Peele 
OKLAHOMA  CITY 
SFC  Howard  Stewart 
PITTSBURGH 
SSG  Tracy  Fair 
PHOENIX 
SSG  Anthony  Florez 
SGT  D.  Hagadorn 
SFC  David  Johnson 
SSG  Michael  Tate 
SSG  Robert  Glassmyer 
SSG  Richard  Webb 
SSG  Victor  Jensen 
SSG  Adam  Gonzales 
SSG  Edward  Custodio 
SSG  Dennis  Davey 
SSG  Melvin  Williams 
SGT  Nora  Laflin 
SSG  Patrick  Scruggs 
SSG  Steven  Koch 
SGT  Alan  Knotts 
SGT  Johnnie  McDuffie 
SSG  Michael  Yee 
SSG  Scott  Allison 
SSG  Felix  Dimayuga 
SSG  Chris  Babb 
SSG  Gregory  Sanders 
SSG  Jerry  Tillison 
SFC  Gregory  Cortesi 
PORTLAND 
SSG  Scott  Dennison 
SSG  Scott  Duncan 
SFC  Mark  Granas 
SFC  Huan  Degunya 
SSG  Arthur  Lester 
RALEIGH 
SGT  Bryan  D'Shone 
SSG  David  Haas 
SACRAMENTO 
SFC  Larry  Parsons 
SALT  LAKE  CITY 
SGT  John  Lawson 
SAN  ANTONIO 
SSG  Mario  Gonzalez 
SFC  Jose  Escobar 
SSG  Eloy  Ochoa 
SSG  Mario  Ramirez 
SSG  Babette  Camacho 
SFC  Frederick  Matchem 
SSG  Jose  Perez 
SEATTLE 

SSG  Eric  Cowperthwaite 


ALBANY 

SFC  Brian  Mclean 
SSG  Robert  Corcoran 
SFC  Wayne  Jenkins 
ATLANTA 
SSG  Dwaine  Moore 
SFC  M.  Avery-Dumas 
SFC  Mary  Still-Clifton 
SFC  Jeffrey  Telepak 
SFC  Erddyn  Vasquez 
SFC  Michael  Mathis 
SFC  Johnny  Johnson 
BECKLEY 
Mr.  Michael  Klacik 
SFC  James  Eisner 
CHICAGO 
SGT  Steven  Merry 
COLUMBIA 
SFC  Utaw  Vines 
SFC  M.  Blankenship 
SFC  James  Moultrie 
SFC  William  Smith 
SFC  Norris  Johnson 
SFC  D.  Bostrom 
SSG  Stomy  Gillens 
SFC  R.  Serrano 
DES  MOINES 
SFC  Jamie  Huffman 
HOUSTON 
SSG  Frederick  Starks 
SSG  Arthur  Collier 
SFC  Tavie  Spivey 
JACKSON 
SFC  K.  Williams 

SOUTHERN  CALIF. 

Mr.  E.  Ruiz-Gonzalez 
ST.  LOUIS 
SSG  Leisa  Rogers 
SYRACUSE 
SSG  James  Baker 
SSG  Daniel  Benesh 
SSG  Kurt  Thomann 
SSG  Donald  Brown 
SFC  Gary  Chapman 
SGT  Michael  Lamm 
SSG  Roderick  Fritz 
TAMPA 

SSG  Victor  Bedolla 
SSG  Ronald  Nida 
SFC  Terry  Lalonde 
SSG  Charles  Young 
SGT  Scott  Leach 
SSG  Johnathan  James 
SPECIAL  FORCES 
SFC  Joseph  Schott 
SFC  John  Biddle 


MIAMI 

SFC  James  Gillette 
SFC  Marcelle  Gerdes 
SFC  Oscar  Ali 
SFC  L.  Rosenstock 
SSG  Milton  McGruder 
SFC  Paul  Rodriguez 
SFC  Joseph  Phillips 
MILWAUKEE 
SFC  Joseph  Kovach 
NEW  ENGLAND 
SFC  J.  Almeida 
SFC  J.  Laweryson 
SSG  Roger  Felix 
SFC  Kevin  Almeida 
NEW  ORLEANS 
SFC  Harold  Stringer 
SFC  Adron  Hester 
SFC  David  Stratton 
PHILADELPHIA 
SFC  Javan  White 
PHOENIX 
SSG  T.  Montgomery 
SFC  Felix  Delgado 
SFC  R.  Brawner 
SFC  D.  Armstrong 
SFC  Brian  Findlay 
SSG  M.  Guerry 
SSG  R.  Donaldson 
SSG  D.  Marstellar 
SFC  Scott  Curran 
SFC  Daniel  Viljac 
SSG  Ernesto  Perales 
SFC  Harold  Harris 


SSG  Michael  Thorne 
SSG  W.  Larochelle 
SFC  Joseph  Perry 
SFC  Peter  Buckles 
SFC  John  Perry 
SSG  T.  Beeman 
SFC  Gary  Davis 
SFC  Brian  Bedee 
SFC  S.  Basurto 
SSG  E.  Benedictus 
PITTSBURGH 
SFC  Kenneth  Kitchen 
PORTLAND 
SFC  Michael  West 
RALEIGH 
SFC  C.  Washington 
SFC  Fred  Hall 
SALT  LAKE  CITY 
SFC  Brett  Hardcastle 
SFC  Farrel  Ferrin 
SAN  ANTONIO 
SFC  Tommie  Hinton 
SFC  Joe  Stuart 
SFC  Jose  Garcia 
SEATTLE 
SFC  David  Colby 
SFC  I.  Rodriguez 
SYRACUSE 
SSG  David  Ralston 
Mr.  Robert  Knapp 
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ATLANTA 

SGT  Franklin  Garrett 
SSG  Patrick  Fowler 
SSG  Melvin  Evans 
SFC  Patrick  Allen 
SSG  Daniel  Hill 
SFC  Charles  Nelson 
SSG  Ana-.ies  Bearen 
SSG  Gary  Howard 
SGT  John  earhart 
SGT  William  McDaniel 
SGT  Sophia  Davis 
SSG  Alfred  Penny 
SGT  Donald  Graham 
SSG  Michael  Carter 
SGT  Roy  Marshall 
BALTIMORE 
SGT  Rocheed  Halm 
SSG  Thomas  Masten 
SSG  Shari  Younger 
SSG  James  Payne 
SFC  Robbie  Carter 
SFC  Cecil  Inker 
SSG  William  Buttram 
SGT  David  McConnell 
SGT  Terrell  Cunningham 
SGT  Lawrence  Hayward 
SFC  Michael  Humphrey 
SSG  C.  Masouras 
SSG  J.  Williams-Humphrey 
BECKLEY 
SSG  Paul  Maynard 
SGT  Jason  Holman 
CHICAGO 
SFC  Anthony  Lynch 
SGT  Leamone  Lindquist 
SFC  Gregory  Lee 
CLEVELAND 
SSG  MarkWeitzel 
SGT  Ronald  Gay 
SGT  Robert  Hughes 
SSG  Donnell  Young 
SGT  John  Crosby 
SGT  John  Range 
SSG  John  Simmons 
SSG  Brian  Roberts 
COLUMBIA 
SGT  William  Willis 
SSG  Paul  Siebert 
SSG  Ricky  Price 
SSG  John  Drew 
SFC  Carlos  Martinez 
SSG  Anthony  Rapp 
SGT  Devin  Sholty 
SSG  Christopher  Casey 
SSG  Joyce  Miles 
DALLAS 

SSG  Dorsey  Rubendall 
SSG  Steven  Kulyk 
SGT  Alec  Fry 


SSG  Angelo  Brown 
SGT  Eric  Burton 
SFC  Raymond  Cartagena 
SSG  Susan  Henderson 
SSG  Quincy  Roland 
SSG  Dorosey  Rubendall 
SSG  Bobby  Ausborn 
SGT  Johnny  Sullivan 
SGT  Bobby  Cook 
SGT  Virgil  Martin 
SSG  Milton  Rhodie 
SSG  Jesus  Perez 
SFC  Luther  Harris 
DENVER 
SGT  Tony  Green 
SSG  Albert  Tucker 
SSG  Harold  Parrord 
DES  MOINES 
SSG  Patrick  Wedge 
SGT  Alec  Fry 
GREAT  LAKES 
SGT  Steven  Gorshe 
SFC  Phillip  McCombs 
SGT  K.  Barley-Childress 
SSG  Ronald  Moeggenberg 
SSG  George  Kurbun 
SSG  Michael  Cox 
SSG  Raymond  Marshall 
SSG  Mark  Smagner 
HARRISBURG 
SSG  Jon  Crawford 
SSG  James  Hall 
SSG  Gregory  Dickerson 
SGT  Edward  Smeck 
SSG  Darrell  Holcomb 
SSG  Gerald  Hogan 
SGT  Richard  Rushing 
SGT  Wayne  Knutson 
SFC  Daniel  Mergler 
HOUSTON 
SSG  Al  Francis 
SSG  Ramon  Gomez 
SSG  David  Jozwiak 
SGT  Clarence  Singletary 
SSG  Jamie  Collette 
SSG  Darren  Hamilton 
SGT  Andy  Beck 
SSG  David  Koch 
SGT  Tarrus  Randle 
SGT  Terry  Roberts 
INDIANAPOLIS 
SSG  James  Crook 
SSG  J.  Jimenzmercado 
JACKSON 
SSG  Robert  Boyd 
SFC  Steven  Stout 
SGT  William  Monical 
SGT  Christopher  Logue 
SSG  Shawn  Atkins 
SFC  Ronald  Wesley 


KANSAS  CITY 

SSG  William  Pyper 
SFC  Daniel  Young 
SSG  Kenneth  Vinson 
SSG  Michael  Morgan 
SSG  Charles  Shea 
SGT  Robert  Hodapp 
SSG  Michael  Lambert 
LOS  ANGELES 
SFC  Tonnial  Amos 
SSG  Jem  Davis 
SGT  Maurice  Parker 
SSG  Rafael  Garcia 
SSG  William  Foley 
SSG  Walter  Wilburn 
SFC  Frank  Jenkins 
MIAMI 

SSG  Jennifer  Undo 
SSG  Pedro  Valido 
SGT  Malcolm  Peeples 
MILWAUKEE 
SSG  Jeffery  Hall 
MINNEAPOLIS 
SSG  Richard  Bergen 
SSG  Mark  Mitchell 
SGT  Kevin  Miller 
SGT  Marty  Pickering 
MONTGOMERY 
SFC  James  Williams 
SGT  John  Audaine 
SGT  Neal  Mcmillan 
SGT  Findley  Ronald 
SSG  Michael  Henry 
SSG  James  Wilson 
SGT  David  Simmons 
NASHVILLE 
SFC  Michael  Dodd 
SSG  Clyde  Jones 
SGT  Barbara  Hebron 
NEW  ENGLAND 
SSG  Thomas  Bradbury 
SGT  Daniel  Stowers 
SFC  Jeffrey  Jodoin 
SSG  Phillippe  Rocheleau 
SSG  Thomas  Gilchrist 
SSG  David  Kern 
SFC  Earrol  Smith 
SFC  Lamar  Tregler 
SGT  James  Rasmussen 
SSG  Tony  Roane 
SSG  Robert  Rothrock 
SSG  Randall  Menough 
SGT  Mark  Kenney 
SSG  James  Hash 
NEW  ORLEANS 
SSG  Troy  Johnson 
SSG  Bobby  Richardson 
SGT  Alfred  Middleton 
SSG  Patrice  Henson 
SFC  Kenneth  Gove 


OKLAHOMA  CFTY 

SGT  Edward  Sharp 
SGT  Thomas  Schulein 
SGT  Don  Melhom 
SSG  Mitchell  Burnett 
SSG  Mark  Banning 
SSG  Kenneth  Gaines 
PHILADELPHIA 
SSG  John  Tye 
SSG  Veronica  Kelly 
SSG  Sean  Brewer 
SSG  Thomas  Anderson 
PHOENIX 
SGT  Patrick  Gentry 
SGT  Paul  Watson 
SGT  Frank  Senn 
SSG  Gary  Rhiner 
SSG  Hugo  Salinas 
SGT  Frank  Senn 
SGT  Jason  Bryan 
SSG  James  Zickefoose 
SGT  Michael  Rodriguez 
PITTSBURGH 
SGT  Mark  Altmeyer 
SSG  John  Cory 
SSG  Michael  Cummings 
SFC  William  Robinson 
SGT  William  Irvine 
PORTLAND 
SGT  James  Calder 
SGT  Robert  Buttry 
SGT  Patrick  Sutten 
SSG  Tobia  Rodriguez 
SSG  Michael  Cotton 
SFC  Connie  Tanaka 
SSG  Bruce  Bias 
SSG  MichaelKerle 
SSG  Stephen  Parris 
RALEIGH 
SSG  Isiah  Glover 
SALT  LAKE  CITY 
SGT  Lorraine  Halus 
SGT  David  Florendo 
SSG  Edward  Tucker 
SGT  C.  Palmaherdocia 
SGT  James  Graham 
SGT  Kurt  Peterson 
SSG  Bueford  Borron 
SOUTHERN  CAUF. 

SSG  Raymond  Price 
SSG  Kenneth  Greenwade 
SSG  Robert  Eshelman 
SFC  Eddie  Scott 
SFC  Susan  Walker 
SSG  Kenneth  Kelley 
ST.  LOUIS 
SGT  Scot  Sherwood 
SSG  Patrick  Garrett 
SSG  Jeffrey  Briggerman 
SSG  Terey  Hopkins 


SYRACUSE 

SSG  Gerald  Boguhn 
SSG  Tamara  Lampley 
SGT  Edwin  Suarez 
SSG  Charles  McLellan 
SGT  Anthony  Comstock 
SGT  David  Frackelton 
SGT  Brian  Meadows 
TAMPA 

SSG  Carlos  Sanders 
SGT  Orvie  Baker 
SSG  Roger  Moore 
SSG  Michael  McGrady 
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RSM  Oct  96 

1st  Brigade  2nd  Brigade  3rd  Brigade  5th  Brigade  6th  Brigade 


TOP  TEAM  MEMBER  (Recruiter) 


RA  SFC  Langford,  R SSG  Siebert,  P 
(BN)  (New  YorkCity)  (Columbia) 


USAR  SFC  Betancourt,  I SFC  Carson,  C 
(BN)  (New  York  City)  (Raleigh) 


SSG  Wallace,  J SSG  Wasco,  A .Jr  SSG  Flaviano,  V 
(Great  Lakes)  (Oklahoma  City)  (So.California) 
SSG  Pledger,  H 
(Oklahoma  City) 

SGT  Nemetz,  R SSG  Rindahl,  S SSG  Redondo,  R 

(Milwaukee)  (Dallas)  (So.California) 


TOP  TEAM  (Station) 

LARGE  East  Orange 
(BN)  (New  York  City) 


Carolina 

(Miami) 


Canton  Main 
(Cleveland) 


Hot  Springs 

(Oklahoma  City) 


Tacoma  Mall 

(Seattle) 


SMALL  Montclair 
(BN)  (New  York  City) 


Brunswick 

(Jacksonville) 


Rensselear 

(Indianapolis) 


Kingsville 
(San  Antonio) 


Soldatna 

(Seattle) 


TOP  TEAM  BUILDER  (Company) 


Europe 
(BN)  (Albany) 


Aguadilla 
(Miami) 
San  Juan 
(Miami) 


Yorba  Linda 

(So.California) 


TOP  QUALITY  VOLUME  BATTALION 


RO/FY  97-1 


Miami 


Columbus 
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“Of  the  troops. ..for  the  troops” 


Commanding 


1.  a,  Update  of.  USAREC  Pam 
350-7,  chapter  6-2 

2.  a,  Update.  USAREC  Reg.  600- 
25,  para  2-5d 

3.  b,  AR  601-210,  para  2-4c(2)  (f) 

4.  b,  AR  601-210,  para  2-4(2) 

5.  d,  AR  601-210,  para  3-17(3) 

6.  d,  USAREC  Reg.  601-103,  para 
2-1 


Answers  to  the  Test 

7.  c,  USAREC  messages  95-022 
dated  18  April  95  and  95-041 
dated  27  June  95 

8.  d,  AR  601-210,  para  2-20j(3) 

9.  c,  USAREC  message  96-056 
part  #2  dated  20  June  96 

10.  c,  Update  USAREC  Reg  601- 
56,  app.  B,  B-4 

1 1 . b,  Interim  Change  to  AR  601  - 
210,  para  4-26b 


12.  d,  USAREC  Reg.  140-3,  4c(3) 
and  AR  140-1 1 1 chap  7 

13.  a,  STP  21-1  - SMCT  page  681 
task  #081-831-1025 

14.  a,  STP  21-1  - SMCT,  page  305 
task  #071 -325-4407 

15.  c,  STP  21  -1  SMCT,  page  15 
task  #071 -331 -0803 


J 


you'll  succeed  as  a team  and  thrive  as  an  individual. 

YOU  WILL  BE  A SOLDIER. 


